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NEW YORK LIFE INSURANCE CoO. 


(Incorporated under the laws of the State of New York) 
346 & 348 Broadway, New York, N. Y. 
DARWIN P. KINGSLEY, President 


INCOME, 1920 PAID POLICY HOLDERS . 1920 
Premiu ms $142,672,244 Death Claims 


Interest and Rents 44,335,004 a yy 
ividcends 
Other Income 6,782,885 23°432°313 


$193,790,133 i $114,849,597 
New Paid Insurance in 1920 $693 ,979,400 
Admitted Assets, January 1, 1921 $966,664,397 
Legal Liabilities, January 1, 1921 $841,255,357 


Reserve for Dividends and Other Purposes $125,409,040 


Insurance in Force, January 1, 1921 $3,537 ,298,756 
BOARD OF DIRECTORS 


LAWRENCE F. ABBOTT GEORGE B. CORTELYOU GRANGER A. HOLLISTER RICHARD I. MANNING 
D AIKEN JOHN H. FINLEY er B. JOHNSON BUR 
DAVID R. FRANCIS 
A. BARTON HEPBURN 
OHN J. PULLEYN 


MYRON RRICK GSLEY J 
FLEMING H. REVELL GEORGE M. REYNOLDS ELBRIDGE G. SNOW HIRAM R. STEELE OSCAR S. STRAUS 
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7 Registered Mail Insurance 
Mas of 


for TEXAS and MICHIGAN oienananid 
Mail troubles? 


A High Class Agency Proposition 
Registered Mail insurance involves very heavy 


FOR THE. RIGHT MEN values. In insuring against great losses, it is essential 
to select a thoroughly dependable Company. 
The Continental, reliable, strongly founded, with 
a cash capital of Ten Miltion Dollars, can be relied 
WRITE ME TODAY. upon. 


Let us write your business. 


' THE CONTINENTAL 
INTERSTATE BUSINESS MEN'S INSURANCE COMPANY 


ACCIDENT ASSOCIATION 
BROWN BUILDING DES MOINES, IOWA Cash Capital TEN MILLION DOLLARS 
J. E. LOPEZ, President 


HENRY EVANS, Chairman of the Board 
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Have you Registered 
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ERNEST W. BROWN, Secy.- Treas. 
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First and strengest Organization Wniting Business and Pro- 
Home Office Managing Branch Offices 


fessional Men upon the Same Plan as the Travelling Men’ s pi Py OE ki Gaede 
Associations. New York City. Chicago, Montreal. 
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Jefferson Standard — 
Life Insurance Co. 


HOME OFFICE: 
GREENSBORO, NORTH CAROLINA 








Insurance in Force—Over $163,000,000.00 








Large Strong Progressive 





ATTRACTIVE POLICY CONTRACTS 
- BINE TERRITORY 





A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL. 











To the Man Who is Willing—and Will 


x 
>» 
es a 
S, nN 
7) CPREN DER AT SAN JAC 
UMONT-1 


We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 


For Contracts and Territory, address 


H. M. HARGROVE, President - : : BEAUMONT, TEXAS 





The Fireman’s Fund 
is in the front rank 
in fire, marine and 
automobile insurance. 








PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec. 31, 1919, over  $8,700,000.00 
Insurance issued during 1919, over $31,000,000.00 
Insurance in force Dec. 31, 1919, over $91,000,000.00 


The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
the Pan-American doesjnot seek to employ agents of other 
companies, but by interesting men of intelligence, character 
and clean record, instructing them by correspondence, and as- 
sisting them in the active co-operation of specially trained men, 
it has built up a field organization that is prosperous and con- 
tented. 

What these agents are doing, you can do, if you have the 
Will—the Pan-American Way is open to you. 


Address: E. G. Simmons, Vice=President and General 
Manager, New Orleans, La. 














A Progressive SURETY and CASUALTY Company 








[uz Srecrator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. 
Tue Spectator, Volume CVI, Number XVIII, May 5, 1921; $4.00 per annum. 
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PROMINENT ARTICLES 





MISSISSIPPI AGENTS MAKE REPLY 
HOW TO OBTAIN LIST OF PROSPECTS 
WITH THE LEGISLATIVE BODIES 








Fire Underwriting Loss in 1920 


The Records of 100 Leading Companies Show Actual Loss 
of 3 Per Cent 


PON their entire underwriting transactions 
in 1920, one hundred leading fire insurance 
companies licensed in New York State 
show a net loss of $18,112,247, or three 
per cent upon earned underwriting income 
aggregating $616,561,739. This is the 
most unsatisfactory result obtained for 
any year since 1914, when the net under- 

writing loss was 3.1 per cent. Looking back over a period 
of twenty-three years, it is found that in seven of those years 
the compdnies tabulated from year to year, embracing the most 
important institutions in the business, in the aggregate showed 
underwriting losses, while in sixteen of the individual years 
they showed underwriting profits. The.net result for the whole 
period of twenty-three years, however, is the meager profit of 
seven-tenths of one per cent upon $6,123,721,218 of under- 
writing income earned, or $39,374,788 of profit. 

The net earnings of investments in 1920 for the 100 com- 
panies were $19,839,966—a slight decrease from such earnings 
in 1919. The investment earnings show wide fluctuations, in 
one year there having been a loss exceeding $12,000,000, while 
in the best year in this respect the earnings rose to about $37,- 
000,000. The total for the twenty-three years, however, yields 
an average of less than $16,000,000, but the year 1920 shows 
a decline from the earnings in 1918 of over $12,000,000, 

Taking into consideration, as to 1920, the underwriting loss 
of $18,112,247, the net investment earnings of $19,839,966, net 
dividend disbursements of $18,040,623, and a net decrease in 
special reserves, etc., of $2,212,769, the result is a net decrease 
‘in surplus of $14,100,135. The year 1920 is the first one since 
1913 in which the companies show a combined net loss in sur- 


plus, although in some intervening years the gains were very 
slight. 

Last year but 23 out of the 100 leading companies tabulated 
were able to show underwriting profits on their operations, 
while 77 showed losses due to their underwriting transactions. 
In the case of but one company did the ratio of underwriting 
profit last year reach as high as 9 per cent, most of the profit 
ratios having been below 5 per cent. On the other hand, the 
ratios of underwriting losses ranged up to 26.4 per cent, and 
many of them were in excess of 10 per cent of underwriting 
income earned, the average underwriting loss for all of the 
100 companies having been 3 per cent. ; 

Below will be found a summary of the operations of the 
average number of 108 companies in the last twenty-three 
years, the groups embracing the most prominent institutions 
doing business in this country: 


UNDERWRITING EARNINGS 
Underwriting profit, twenty-three years 
Investment earnings, twenty-three years 
Contributions of stockholders, etc., in 1906, including net 
receipts from foreign companies’ home offices 
Decrease in excess special deposits, etc 


$ 39,374,792 
364,744,624 


72,569,778 
2,484,004 


$479,173,288 


Dividends paid, twenty-three-year period (not deducting 
contributions in 1906), including remittances to foreign 
companies’ home offices 

Net increase in surplus, twenty-three years 


308,652,029 
170,521,259 


$479,173,288 


This exhibit demonstrates that the eight years prior to the 
year 1906, the year of the great San Francisco conflagration, 
and the fourteen years subsequent to it yielded an average 
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yearly profit of less than $7,000,000, 
whereas the underwriting loss in 1906 
alone exceeded $111,000,000. 

During the past twenty-three years the 


insurance transactions of an average 
number of 108 companies produced $6,- 
123,721,218 of underwriting income 
earned, upon which the net underwriting 
profit was but $39,374,788 or seven- 
tenths of one per cent. In the same 
period the earnings from investments 
have been enough to cover the dividend 
payments (and remittances to home of- 
fices or foreign companies) and to con- 
tribute nearly $128,000,000 towards the 
increase of $170,521,259 in surplus, the 
decrease in special reserves, etc., account- 
ing for the difference at the addition of 
underwriting earnings. 

The dividends of American companies 
and net remittances to home offices of 
foreign companies amounted to $308,- 
652,029, but the contributions made by 
stockholders of American companies plus 
the receipts from home offices of foreign 
companies for the year 1906 alone aggre- 
gated $72,569,778, and reduced the divi- 
dend total to the net sum of $236,082,- 
251. 

The huge risks constantly assumed by 
the fire insurance companies, the assump- 
tion of which constitutes the reason for 
their existence and their service to the 
country, deserve the consideration of 
every business man. The accompanying 
table proves that the service to the busi- 
ness and private interests of the nation 
on the part of fire insurance companies 
last year produced a net loss to those in- 
stitutions, and through a period of nearly 
a quarter of a century has yielded but 
seven-tenths of one per cent of profit on 
their immense business during that period. 
In that time many smaller companies, or 
those less capably managed than the ones 
tabulated, have been forced to cease busi- 
ness, and even the larger companies, 
guided by the most efficient and experi- 
enced men in the business, lost money last 
year, and have been able to make very 
little profit during a long series of years. 

It will be noted that a sum equal to 
forty-two per cent of the entire increase 
in surplus during the twenty-three-year 
period was contributed by stockholders 
in a single year, and the balance of that 
increase was drawn from income on in- 
vestments. 

After long consideration and discus- 


sion, the conclusion has been reached by 
a majority of the committee of State In- 
surance Commissioners, who have been 
investigating this subject, that after al- 
lowing for a three per cent accumulation 
to take care of conflagration losses, five 
per cent of the underwriting income 
earned is a fair rate of profit to accrue to 
those who furnish this important service 
to the people. It will be seen that in 1920 
there was an underwriting loss of three 
per cent, so that the business should have 
yielded about $69,000,000 more of under- 
writing income than it did in order to 
produce the conflagration allowance 
(three per cent) and the five per cent 
profit mentioned. 

It-is evident that if fire insurance 
policies are always to be worth their face 
value in the event of loss, business must 
be conducted upon a basis which will not 
only yield a reasonable remuneration to 
the capital invested, but will permit the 
accumulation of surplus funds to pro-- 
vide against any emergency which may 
arise. 

The need for the protection of business 
and privatae property by means of fire in- 
surance is emphasized by the tremendous 
business which has been done by the 100 
companies listed, in the past twenty- 
three years, on which the underwriting 
income earned amounted to over $6,123,- 
000,000, and during which time the losses 
paid exceeded three and one-half billion 
dollars, while numerous other companies 
have also paid tremendous sums for 
losses. It is difficult to imagine what 
conditions would have been without the 
indemnity afforded by insurance, and yet, 
during the long period named, the net 
dividends and remittances have only 
amounted to $236,000,000, a much too 
small return for the vast risks assumed 
by the stockholders. When a large por- 
tion of San Francisco was obliterated by 
the conflagration in 1906, causing a prop- 
erty loss of at least $350,000,000, the fire 
insurance companies promptly supplied 
the means wherewith to replace a con- 
siderable proportion of the lost property. 
A notable feature of the accompanying 
exhibit is that the dividends were paid 
from investment earnings, which also 
contributed about three-fourths of the 
increase in surplus, which latter is held 
for the protection of policyholders. 

Tt should be borne in mind that in most 
classes of business the capital may be 
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invested with a reasonable assurance of 
safety, while in the fire insurance business 
it is subject to being wholly lost within a 
day orless. It is manifest, therefore, that 
capital which is thus risked for the benefit 
of policyholders should be compensated 
at at least as high a rate as capital placed 
in less risky kinds of business; and this 
is especially true when it is considered 
that fire insurance is an essential guar- 
antee of safety in manufacturing and 
mercantile business. 

It is clearly to the interest of property- 
owners that the strength of the fire in- 
surance companies should be constantly 
maintained, and that every assistance 
possible should be given them by the pay- 
ment of adequate premium rates and the 
reduction or elimination of preventable 
fire losses. 

Considering the experiences of fifteen 
of the tabulated companies whose under- 
writing income earned, in 1920, in each 
case exceeded $10,000,000, it is found 
that but five of them were able to extract 
any profit from their insurance operations 
last year, while ten of them suffered un- 
derwriting losses. The percentages of 
profit of the five companies ranged from 
.6 per cent up to 3.4 per cent, whereas 
the ratios of underwriting loss of the ten 
companies ranged from .3 per cent to 7.0 
per cent underwriting income earned. It 
is apparent, therefore, that even the best 
talent in the business could not make the 
business yield what students of the busi- 
ness consider a fair profit—in fact, in 
most cases these big companies sustained 
underwriting losses, in common with com- 
panies of lesser size. 

Another notable feature in the table is 
the relatively small proportion of the 100 
companies which were able to increase 
their surplus funds last year, even with 
the aid of their investment income. The 
security market was, in general, unfavor- 
able, so that profits from sales were few 
and far between. 

Thirty-three foreign companies are 
embraced in the accompanying table, and 
of these but seven show underwriting 
profits on their total American business 
last year, while twenty-six suffered losses 
on their insurance transactions, the per- 
centages of such losses ranging up to 21.2 


per cent of underwriting income earned. 
(See table on page 11) 


—The Occidental Life Insurance Company of Los 
Angeles has inaugurated an agency contest which wil! 
cover the period from April 16 to July 15. 
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THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
PuBLISHERS 


135 Wit1AM Street, New York 
Arthur L. J. Smith 


President 
Charles H. Nicoll Harry W. Barnard 
ice-President Second Vice-President 
Robert W. Blake Loughton T. Smith 
Treasurer 


Secretary 
Sholto D, Kirk Fred B. Humphrey 
Assistant Treasurer 


Assistant Secretary 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 


Insurance Exchange, Chicago. Telephone, Wabash 531 


Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright, 1921, by The Spectator Company, New York 
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N interesting case was recently de- 
A cided by the Appellate Court of 
Indiana, which held a water company, 
operating under an indeterminate charter 
under the public service commission law, 
responsible for loss by a fire which would 
doubtless have been extinguished with 
little loss had a hydrant of the defend- 
ant company been in working order. The 
court drew a distinction between a water 
company of the class above described, 
which was held liable for loss due to 
its negligence, and one operating under a 
special charter, which might not be liable 
for negligence of like character. 


HE steadily mounting expenses of 

the fire insurance companies are 
leading to consideration of possible means 
of reducing them, and at the recent meet- 
ing of The Union the subject came up 
for discussion. Among the directions in 
which it is thought possible that reduc- 
tions might be effected were in the com- 
missions allowed in large cities, closer 
co-operation in the making of inspec- 
tions, and possibly in connection with rat- 
ing and inspection bureaus. There might 
be also some economies effected in con- 
nection with the adjustment of losses. It 
is undoubtedly a difficult matter to lop 
off expenses sufficient to make any 
appreciable reduction in the ratio of 
expenses to premiums, but the sub- 
ject is at least being given thought, which 
may later result in favorable action. 


T has been announced that the case of 
a New York broker, recently placed 
under arrest for an alleged violation of 





the New York Insurance Law in placing 
business outside of the State in a com- 
pany located outside of the State and 
not licensed in the State of New York, 
is to be carried, if necessary, to the court 
of last resort. It is contended by brokers 
and by the counsel for the accused in the 
case mentioned, that it is beyond the 
power of the State to regulate business 
outside of its borders; and it is their 
claim that, under the circumstances cited, 
the State of New York has no jurisdic- 
tion. The matter is one of much inter- 
est, and the progress of this case will be 
watched with close attention by insur- 
ance men throughout the country. 


NOTHER case involving the va- 

lidity of the coinsurance clause re- 
cently reached the Appellate Division, 
on appeal from the Appellate Term of 
the Supreme Court of New York, and 
the Appellate Division again upheld the 
validity of the clause. This seems to 
definitely settle the question as to the 
propriety of a company’s requiring the 
insertion of a coinsurance clause, and the 
obligation of the insured to consider same 
as a binding part of the insurance con- 
tract. This is a very important matter, 
as the coinsurance clause is in general 
use, and may affect the amount to be 
paid under almost any policy written upon 
business property. The upholding of the 
clause by the Appellate Division is, there- 
fore, received with much satisfaction by 
fire insurance men in general. 


T is difficult to realize the extent to 

which we, as a people, are “burning 
up the future” in forest fires. Data have 
been prepared by the United States For- 
est Service, and given publicity by the 
National Board of Fire Underwriters, 
showing that there have been nearly 
160,000 forest fires in the last five years, 
which destroyed property valued at $85,- 
715,747, and endangered much more. 
Most forest fires are due to preventable 
causes, and that a great reduction in 
their number and destructiveness is pos- 
sible is proved by the experience in 
Michigan, where preventive measures 
well enforced, reduced the loss 82% in 
1920, compared with 1919. Every State 
possessing much standing timber, should 
see to it that it secures the protection it 
deserves as one of the most important 
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resources of future generations, and one 
which automatically increases hugely in 
value from year to year. 


OO much fire insurance is placed in 
a haphazard manner, which works 
out to the disadvantage of both agent and 
insured. Insurable values are, too fre- 
quently, not carefully analyzed by the 
property-owner, with the result that he 
secures insufficient insurance upon many 
items or classes, and perhaps obtains a 
more than adequate insurance upon other 
portions of his property. These condi- 
tions are not infrequently developed after 
a fire loss, when it is too late to remedy 
the errors perpetrated when the insurance 
coverage was being arranged.  Inac- 
curacies in valuations of plant and stock, 
with consequent inappropriate arrange- 
ment and amount of insurance, are apt to 
prove very expensive in the event of a fire 
loss. Assuming that the proprietor of a 
good-sized business intended to fully pro- 
tect all classes of his property subject to 
fire damage, but that his knowledge of the 
actual present values thereof was hazy 
and inexact, it might easily happen that 
he would become a loser, on that account, 
in several ways. In case of the destruc- 
tion of his property, he would probably 
find that some classes of his property were 
far under-insured, this not only constitut- 
ing a direct loss, in itself, but leading to 
further loss through the operation of co- 
insurance. Then it would also probably 
be found that some schedules were over- 
insured, so that he had paid premiums for 
insurance that was not warranted by 
values and could never be collected. Ad- 
vance study of values and careful fitting 
of insurance to actual needs is a worth- 
while procedure in any business, 


HE windstorm and tornado insurance 
business has grown to such propor- 
tions that it is worthy of being considered 
more than.a “side-line” for fire insurance 
companies. This view is emphasized by 
the fact that a standard form of wind- 
storm policy is now being devised, and is 
likely to soon come into general use. A 
standard policy form is the product of 
much thought and discussion on the part 
of experts and specialists, and is of ad- 
vantage in that it crystallizes the com- 
bined experience and views of students of 
and participants in the particular branch 
of the business dealt with. 
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“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


One Hundred and Two Years of satisfactory 
dealing has developed for this Company its 
splendid reputation and great business 


Losses Paid over 


$195,000,000 








IT IS VITALLY IMPORTANT 


as a salesman of Commercial Accident and Health Dis- 
ability policies that you learn more about Continental In- 
come Protection forms—the forms that sell and stay sold, 
backed by the greatest Accident and Health Insurance 
organization in America. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. Alexander, Pres. 


General Offices: Chicago, U. S. A. 
Canadian Head Offices: Toronto, Ontario 



























oe Snee 
id Calvert, Redwood, Grant and Mercer Streets, 
pee BALTIMORE, MD. 
JOHN R. BLAND, President 


September 30, 1920. 
CAPITAL PAID IN CASH 
SURPLUS. . ‘ 
RESERVES..............-.-. 


TOTAL CAPITAL, SURPLUS AND RESERVE...... 





Ce 


$4,500,000.00 
.. ..$4,332,069.78 
21,705,056.69 26,037,126.47 


$30,537, 126.47 

















LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 









Authorized Capital an¢é Surplus 
$2,000,000 


Enters the Insurance Field 


Attention, Insurance Men! 








A progressive ingurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 


Address 























INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


vss tl 1, 1921 
Reserve for pene Premiums.. oe 
Other Liabilities. Peitets 
Capital 
Net Surplus.. 









$1,229,149 .74 
ae 279,621.66 
$500,000. 00 
. 920,674.65 


$1,420,674 .65 
$2,929,446 .05 


eee eee ee re ee see reer ee ee eres eens 


Surplus to Seiad. 


Total Assets. 


E. B. nae Vice President. 
Wm. Palmer Hill, Asst. Secretary. 
J. M. Leake, General Agent. 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J. C. Watson, Treasurer 


THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLAR V 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established — 1869 
OF LONDON 


LONDON GUARANTEE & ACCIDENT C0. Lid, “Ewctino 


F. J. WALTERS, Resident Manager, 55 John a New York. 
STOKES, PACKARD, HAUGHTON & SMITH, ' 
434° Walnut Street, Philadelphia, Pa. ! 


esident Managers 
ELMER A LORD & CO., Residen 145 Milk Street, Boston, Mass. 





anagers 
















ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1921 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, 
Net Surplus, 
Surplus to Policyholders, 


EASTERN DEPARTMENT 


D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 
A. H. HASSINGER, Sec’y 
NEWARK, N. J. 


$1 ,250,000.00 

$2,086,742.08 

$3,336,742.08 
WESTERN DEPARTMENT 
NEAL BASSETT, V. P. and Mer 
W. T. BASSETT, Ass’t Manager 
CHICAGO, ILL. 

















RITISH AMERICA ASSURANCE CoO. 
TORONTO, CANADA 


INCORPORATED 1883 


FIRE, AUTOMOBILE, EXPLOSION, RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
UNITED STATES BRANCH 
January 1, 1920 
sd cid van tghans lerdal dds ata aie ee ae ee a $2,297,350. 46 
1,517,850. 59 





$779,499 . 87 


d 


eoeceeeeree rere were eee eeee nese ees 


W. B. MEIKLE, President and G 
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FIRE INSURANCE NOTES AND EVENTS | 








NEW YORK SURVEYS 

The Brooklyn Lectures.—The Brooklyn 
Insurance Brokers Association have very suc- 
cessfully inaugurated a series of lectures on 
Tuesdays, at 12 o’clock noon. The opening one 
proved to be so popular that they felt encour- 
aged to go ahead and plan for a meeting to be 
with luncheon as well as the talk. One of the 
problems in the city of New York is to secure 
a time when people feel they can come to the 
talks, and the noon hour seems to be fairly 
popular with many. 

The Insurance Society.—At a meeting of 
the officers and executive committee it was de- 
cided to hold the annual meeting on Tuesday, 
May 24, 1921. The meeting will be held at 
the Drug and Chemical Club at 6 P. M. The 
annual reports will be presented, the annual 
election held, an address will be given by a 
prominent underwriter, and some kind of en- 
tertainment is in preparation. 

Rating Managers’ Meeting.—Willis O. 
Robb, manager of the New York Fire Insur- 
ance Exchange, and Henry E. Hess, manager 
of the Suburban Fire Insurance Exchange, are 
both absent for a few days this week in at- 
tendance upon the meeting of the Council of 
Rating Managers and Secretaries, which, in 
conjunction with the companies’ committee, is 
meeting at Atlantic City. Many important 
matters are to be cleaned up at this session. 

Classification of First Aid Devices.—The 
Street is in receipt of an important report from 
the Underwriters Laboratories classifying the 
first aid hand fire extinguishers. One of the 
primary difficulties with these first aid devices 
has been to have a classification which would 
establish the proper status of the various de- 
vices to each other and also those within the 
same class. This report bids fair to do it. 

Institute Examinations—The examina- 
tions of the Insurance Institute of America 
commenced on Monday, May 2, all over the 
United States. In New York city there are 
forty-six sittings for the junior fire examina- 
tion, twenty-three for the intermediate, and 
seven for the senior. 









Again the May Moving.—The May mov- 
ing is taking place this week, and the usual 
confusion is resulting in some offices, due 
largely to the fact that many of the new homes 
are not quite ready for their tenants. It will 
take a month or so yet for things to shape 
down. 

The Lockwood Committee.—The calling 
before this committee of the fire insurance in- 
terests is not generally considered as likely to 
have the effect of any radical changes in 
methods. It must not be overlooked that what- 
ever the company interest is in the matter the 
interest of the insured himself is a positive one 
in the making of rates by joint agreement. It 
should also be pointed out that this was thor- 
oughly investigated by the Merritt Committee 
in 1910, with the result that it was approved, 
and the present organizations in New York 
State are doing their work with the sanction 
of the State. 


CHICAGO AND THE WEST 


Fire Examiners Hold Meeting. — The 
Association of Fire Examiners of Chicago 
held a meeting last week. Frank L. Erion, 
formerly assistant manager of the Western Ad- 
justment Company, gave an interesting talk, in 
which he likened the examiner of an insurance 
company to the credit man in a mercantile 
house. 

Institute Examinations.—The 
tions of the Insurance Institute of America 
commenced in Chicago, under the auspices of 
the Insurance Club of Chicago, May 2. Fifty- 
five students have registered for the final ex- 
aminations. 

Fire Protection Engineering Scholarships. 
—For several years past the Underwriters 
Association of the Northwest has been giving 
twenty-five scholarships each year to students 
desiring to enter the Fire Protection Engineer- 
ing Course at the Armour Institute of Tech- 
nology in Chicago. R. T. Nelson of the West- 


examina- 


ern Actuarial Bureau is to have charge of this 
course under enlarged plans, which have just 
been worked out by the insurance interests, and 
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SIOUX CITY, IOWA 
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EDD G. DOERFLER, President 


Mr, Nelson will aim to interest as many high 
school graduating classes in the work as pos- 
sible between now and commencement time. 
The rating bureaus agree to employ the students 
during the vacation and to guarantee them em- 
ployment for a period of years after gradua- 
tion. 

Cook County Field Club Meeting.—The 
Cook County Field Club will hold a meeting 
in Chicago on May g. Frank L. Erion will 
speak on losses and loss adjustments. 


BOSTON AND VICINITY 


Employers Fire Agents.—OBrion, Rus- 
sell & Co. have been appointed Boston metro- 
politan agents for the Employers Fire for fire 
and automobile business. They began writing 
as of May 2. 

Goes With Atlas Assurance.—H. J. Hick- 
ock, for some years in the schedule rating de- 
partment of the New England Exchange, has 
gone with the Atlas Assurance as special agent 
for Maine and New Hampshire. The appoint- 
ment took effect as of May I. 

Automatic Sprinklers.—Mayor Peters has 
advised Governor Cox to veto the bill before 
him relative to the installation of automatic 
fire alarm systems which are to take the place 
of sprinklers in tenement houses in Boston. 
The Mayor says that the effect of the proposed 
bill is to weaken the existing provisions which 
require the installation of automatic sprinklers 
as preventative against fire in tenement houses 
having more than ten suites. The Mayor 
further advised that the law be made uniform 
throughout the State. 


PACIFIC COAST 

Add Five Stories to Home.—The Pacific 
Coast offices of the Liverpool and London and 
Globe Insurance Company are again located in 
their old quarters on California street, San 
Francisco. Five stories have been added to the 
Liverpool and London and Globe building, 
which is now one of the most beautiful and 
most commodious in San Francisco’s insurance 
district... During the construction period a 
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number of the offices were forced to seek tem- 
porary locations in nearby buildings. The 
ground floor of the Liverpool and London and 
Globe building is devoted to the California and 
Alaska loss and automobile departments, and 
the seventh to the country, accounting and sta- 
tistical departments, together with the private 
offices of Manager Thos. H. Anderson. The 
sixth floor has been reserved for the Globe In- 
demnity Company, the affiliated company of the 
Liverpool and London and Globe, 

Appoint Mullin-Acton Company. — The 
Fred S. James & Co., United States managers 
for the General Fire Assurance Company of 
Paris, have announced the appointment of the 
Mullin-Acton Company of San Francisco as 
general agent for California. The California 
business of the concern will be reported direct 
to the Fred S. James & Co.’s New York office. 
The Mullin-Acton Company is also the Pacific 
Coast representative of the Mechanics of Phila- 
delphia. The San Francisco office of the Fred 
S. James & Co., which has hitherto represented 
the General Fire in all the Pacific Coast States, 
will continue in that capacity with the exception 
of California. 


PHILADELPHIA NOTES 

Federation Meeting.—The annual meet- 
ing of the Insurance Federation of Pennsyl- 
vania was held this week at the Llanerch 
Country Club, Delaware county, just a few 
miles outside of Philadelphia. The meeting 
was attended by representative insurance men 
from all over the State. The following 
officers and directors were elected: President, 
J. C. Murray, Pittsburgh; first vice-president, 
S. H. Pool, Philadelphia; second vice-president, 
Jere H. Barr, Reading; third vice-president, N. 
S. Riviere, Pittsburgh; fourth vice-president, 
H. K. Remington, Philadelphia; fifth vice- 
president, George W. Mattson, Harrisburg. 


Ohio Fire Deaths Heaviest in Three Years 

Ohio State ,Fire Marshal H. A. Dykeman, 
in his report for the month of April, says: 
“The record of deaths and injuries by fire in 
Ohio during the month was the heaviest in 


three years.” There were twenty-seven deaths 


and seventy-two injuries during the month as 


compared with twenty-four deaths and fifty- 
eight injuries the same month in 1920 and 





The Spectator’s Contributions to 
Insurance Progress 


In weighing the merits of publications some 
consideration should be given to what they 
do for the insurance business generally. In- 
surance journalism as a private agency con- 
tributes as much to the progress of insurance 
as some of the great organizations maintained 
by the business itself. It is in the interest of 
the business that those papers which make a 
real contribution should be supported, even 
though advertising in them does not bring 
large visible returns.—-The Journal of Com- 
merce. 


The ‘circulation of the publications of 
The Spectator Company, including THe 
SPECTATOR, amounted for the past year to 
about 1,500,000 copies, averaging about 
30,000 weekly. These standard publica- 
tions, covering life, fire, casualty and 
miscellaneous insurance, are recognized 
as authorities in their particular lines, 
and many have received the endorsements 
of the United States Government and 
State Insurance Departments. The sta- 
tistical and historical records of the 
various insurance companies, news and 
educational articles, and convincing argu- 
ments rendering the prospect’s mind re- 
ceptive to the solicitation of insurance 
men, are thus given wide public circula- 
tion, constituting the most valuable 
SERVICE to the insurance companies. 











twenty-one deaths and twenty-four injuries 
in I9QI9Q. 

Dykeman says, “As usual, ninety-seven per 
cent of all these tragedies could have been 
averted by care and taking proper precautions.” 

The report shows a reduction in fires during 
the month of March. The number being 300 
and the loss $534,411 as compared with 4094 
fires with a loss of $1,410,463 the same month 
last year. In March, 1919, there were 377 fires 
with a loss of $610,150. 


Insurance Bills Signed by Governor Miller 

Governor Miller has signed the following 
bills amending the insurance law: 

Assemblyman Gardner’s, amending section 97 rela- 
tive to limitation of expense of domestic life insur- 
ance companies. 

Assemblyman Gardner’s, amending sections 110, 112, 
113, 116 and 126, repealing section 115, and adding 


new section 111 in place of old section 111, relative 
to mutual fire insurance corporations. 

Assemblyman Gardner’s, amending section 150, by 
providing for the incorporation of companies doing a 
business of marine or inland marine or transportation 
insurance, against any risk, whether to person or 
property, including liability for loss or damage, arising 
out of construction, repair, operation, maintenance or 
use of subject matter of such primary insurance, but 
not including life surety or fidelity 
bonds. 

Senator Towner’s, amending section 16 by author- 
izing any domestic insurance company, other than a 
life company, to invest not more than twenty per cent 
of its capital in, or to loan such amount on, stock of 
another insurance corporation carrying on the same 
kind of business, which company is incorporated under 
the laws of the United States, or of any State, and 
which is transacting business exclusively in foreign 
contries. 


insurance or 


Pacific Coast Adjustment Bureau Elects 

The Pacific Coast Adjustment Bureau at its 
recent annual meeting elected: President, C. FE. 
Allan, secretary of the Pacific Coast Depart- 
ment of the Evans fleet of companies; Vice- 
President, J. M. Mendell, assistant manager for 
the Pacific Coast Department of the London 
Assurance. W. K. Barraud was re-elected sec- 
retary-treasurer. The new board of directors 
consists of: President Allan, Vice-President 
Mendel, Herbert Folger of the Great Ameri- 
can, Adam Gilliland of the Hartford, McClure 
Kelly of the North America, Thos. H. Ander- 
son of the Liverpool and London and Globe, 
and Ray Decker of the Home. 


Fires in Clubhouses 

A recent fire in a clubhouse in Brooklyn which en- 
dangered the lives of two persons and caused consid- 
erable damage, brings up the general subject of club- 
As to this, the book entitled “Fire Insurance 
Inspection and Underwriting,” by C. C. Dominge and 
W. O. Lincoln, published by The Spectator Company, 
says: 


houses. 


Club Houses.—A class which should be carefully 
inspected before lines are bound. They may be good 
fire risks if well organized and in good neighborhood, 
or they may be very undesirable, with membership of a 
low type and in a poor neighborhood. In the latter 
case buildings are generally run down and could not 
be used fer any other purpose. Hazards are smoking, 








heating, lighting, untidiness and brawls. 
New Legislation 
Section 150 of the New York insurance law, pro- 


viding for the of companies doing a 
marine or inland marine or transportation insurance 
business, is amended so as to include liability for loss 
or damage arising out of construction, repair, opera- 
tion, maintenance or use of such matter of such 
primary insurance, but not to include life insurance or 
surety or fidelity bonds. 


incorporation 
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UNDERWRITING AND INVESTMENT PROFITS AND LOSSES OF FIRE INSURANCE COMPANIES IN 1920 
The Records of 100 Leading Companies as Reported to the New York Insurance Department 


NAME AND LOCATION OF COMPANY 


liwenty-tive Cos. of New York State 
Agricultural, Watertown ......... 
American Alliance, New York.... 
(American Eagle, New York...... 
Bankers and Shippers, New York. 
Rollei. GNI cic eccedes cavices 
City Of NEW SOLE. «coy scncesiends 
Commonwealth, New York........ 
Continental, New York........... 
Videlity- Phenix, New York. ..<.< 
Fire Reassurance, New York..... 


Glens Falls, Glens Falls.......... 
Globe and Rutgers, New York 

Great \merican, New York....... 
Vanover, New YOPs scsscceccccs. 
FIOIRG, NOW OG. oi 5:0. 50.4 «ce 0s 
International, New York......... 
Mercantile, New. Mork: .:...-+c:. 
Merchants, New York............ 
National Liberty, New York...... 
Niagara, New York......0 00620 


North River, New York....... 
ORT MREUE © Sloe eg 6.0 e656 605 <0. er0 
Hit, DOO WORE... 5 6c cs ke ces 

United States. New York..... ef: 

Westchester, New York.......... 


Forty-two Cos. of Other States 
Mtns, THACtlGrd. cuss cee ees . 
Allemannia, Pittsburgh ......... 
Alliance, Philadelphia ee 
Amencan;, Newark ...2..c200 
American Central, St. Louis... 
Automobile, Weactlavd: 322 ccsus 
PREIS. OI i555 26 ook sixrerece 
California, San Francisco..... 
Camden. Camden ..655.66 0565 ae 
Concordia, Milwaukce ........... 


Connecticut, Hartford ....... es 
Detroit F. and M., Detroit.... 
Dubuque F. and M., Dubuque. 
Equitabie F. and M., Providence... 
Federal, Jetsey Citys. c..0 ce ccess 
Fire Association. Philadelphia... 
Firemens, Newark ........eecee- 
Firemans Fund, San Francisco. 
Franklin, Philadelphia siaegeas 
Girard F. and M., Philadelphia. . 


Hartford, Hartford .......... 

Ins. Co. of North America, Phila. 
Ins. Co. of State of Pa., Phila. 

Milwaukee Mechanics, Milwaukee. 
National, Hartford ..:....:..+... 
National Ben-Franklin, Pittsburgh. 
National Union, Pittsburgh...... 
New Hampshire. Manchester..... 
Vewark, Newark ...........--. 
Northwestern National, Milwaukee. 


Old Colony, Boston ............. 
Orient, Hartford ................ 
Pennsylvania, Philadelphia , 
Pheenix, Hartford .......... 
Providence Washington, Prov. 
Republic, Dallas .........+. a 
Rhode Island. Providence........ 
OSSIa. ELAtEfOndins xs <c-eces mete ss 
Security, New Haven ........... 
St. Paul F. and M., St. Paul...... 
Springfield F. and M., Springfield. 
Superior, Pittsburgh ............ 
Thirty-three Foreign Cos. 
lam. Peoetdieees or re alc es PO 
Caledonian, Edinburgh .c.46..65. 
Christi: nia Ge ‘neral. Christiania. .. 
Commercial Union, London...... 
Faele, Star & Brit. Doms.. London. 
First Russian, Petrograd..... ere 


Taker POU SUPINE cay ts Pee a En, 
Liv & Lon. & Globe, Liverpool.. 
endon mn and Lancashire. Liverpool. 





London Assurance, London....... 
Moscow, MMORCONG capac acer sine 
N ationa ul. Conenharen ........... 
Norske > Lloyd, Christiania ........ 
North Brit. & Mercantile, London. 
ROMSNEN:. “LOHGOE. sca. cess oes os 
Norv Union, Norwich ........ 
Wonton ae oka ae 

OMG. oc ater tahoe eeces 

Gar Re- and Co-ins., Zurich. 
“xchange, London......... 





Underwriting 
Earned 
1920tt 


* come 


4,316,189 
1,289,991 
2,262,663 
1,413,983 

893,539 
807,938 
2,159,702 

15,649,603 

13,762,989 
2,999,142 


5,748,531 
22,289,688 
18,778,314 
4,067,728 
37,420,524 
3,855,540 
1,902,965 


22,915,496 
1,367,572 
2,661,594 
7,807,105 
3,401,880 
9,474,167 
7,489,362 
1,668,245 
4,388,317 
2'628,988 


iy ee 
to + im to 2 
~T 
S 
72) 


5,161,772 
16,481,994 
2 "415, 950 
1.476.444 


36.095,703 
25,196,337 
2,567.175 
3,816,810 

14. 694, 715 





1.585.296 
2.548.949 
5,186,418 
10,095,411 
6.547.453 





11,316,075 
1,620,256 


3,611,696 
2,281,915 
4.130.317 
9.882.498 
3.550.300 
2,538,522 
2,591,737 
12,743,554 
3,797,983 
4,924,918 


2,600,263 
3,239,201 
3,315,600 
7,647,511 
5,440,061 
4,149,865 
3,051,650 
3,763,166 
2.335.621 
2,879,622 


(Copyright, 192 





. by The Spectator Company, New York) 
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g Expenses 
in 1920 


Losses and Under- 


* writin 
Incurred 


1,786,828 
955,006 
906,909 

2,140,921 
15,560,151 
14,224,386 

3,203,863 


5,844,948 
21,840,866 
18,916,504 

4,088,951 
* 217,227 

,302, 600 


4,814,942 
8,875,262 
1,684,967 
7,064,852 
7,301,305 


23,217,873 
1,417,687 
3,160,726 
8,049,503 
4,059,682 

10,315,703 
8,069,672 
1,845,534 
4,844,196 
2,756,076 


6.567.075 
216,672 
399,323 
148,805 
732,973 
134.135 
133.111 
648,410 
469,807 
,546,922 
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bt 80 SI RO om bt ed et 


418,067 
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710 
9.749.539 
6.592.926 

817,926 
1.718.105 
10.092.466 
5.005.168 


12,291,551 
11,555,44 
1,628,38 


638,141 
376.978 
427.346 
483,755 
301,300 
740,937 
520.848 
671,901 
.675,189 
056,501 


=" 
MHWNWNWW em O elo wD 


15,082 


> 
3,624,076 
3,7 





2,530,622 


1920 


ea Underwrit’g Profit || 
in 


« Underwrit’g Loss 
in 1920 


461,398 
204,721 


138, 190 
21,228 
.796,708 
447,060 
12,712 
75,635 


193,666 

98,514 
134.048 
356,422 
161,989 


302,377 
50,115 
499,132 


1,166,416 


53,857 
70,478 


168,050 
195,647 


26.445 
95,068 
297.029 
"751,000 
202/415 


131,583 
114,819 


384,875 
403,447 


386, 469 
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532,217 400,000 Fer ste eer ete SOG,GIS is ckceees 51.5 47.6 +.9 
184.023 EEO ences”. wenecen 193,054 §1.2 55.7 —6.9 
934.787 j—-22 275 AU ere 175.852 56.3 53.4 —9.7 
351.860 50,000 ........ Ee reese 53.6 46.2 +.2 
98,968 args pre ee PEG BOO ln ccucess 53.9 44.3 +1.8 
215,116 200,000 Seas UeeR “Cem eere 98,612 49.5 52.9 —2.4 
143,542 80,000 fe, eee 105,684 68.2 42.4 —10.6 
123.775 IGPOOO ce cacte Naa aee) 81,872 50.9 53.2 —4.1 
159.118 150,000 + 4,290 Wee?” .cdwcanas 52.3 47.0 +.7 
732.667 849,564 adalat SUGSte) ‘sawaeoes 49.9 46.7 +3.4 
274,264 if 3 Chee” “saawesac 61.2 39.5 —.7 
52,783 TROOGE — wsiewainn po Se ee 45.2 55.4 —.6 
41.439 CO UU laivenge aisicwenis 79.941 50.0 53.7 —3.7 
292.832 BORGO 9) iicucaneal —~Stoeeees 563.981 70.3 34.4 —47 
173,314 109,000 —14.800 a ech ena g 57.734 55.3 47.7 —3.0 
29.346 350.009 —e0en | 2 497 123 58.2 42,8 —1,0 
522,369 400,000 —171,511 BEDe | cnasases 53.3 48.8 —2.1 
102,776 j eee re P4000” 3 cbicies. 46.5 54.0 —.5 
97 675 —161,250 —675 0 eee 52.0 48.7 —.7 
218,864 i, ks ) es Tee encase 54.9 49.2 —4.1 
9,810 Lie? | eer ee FORGES neces 64.5 42.7 —7.2 
187,068 805.865 —300.000 i er ee 60.0 35.9 +41 
192,514 —< GER GIG ccc ceers ok reer er 66.8 54.4 —21.2 
—2.774 eee Sl fascsc. “ceeetacas 255,189 61.9 46.1 —8s.0 
191,799 BSGSIO  vscicccae) sateoeen 15,591 58.7 39.0 +2.3 
530,201 1,904,283 i lb ewteues 1,202,367 53.0 45.6 +1.4 
171,337 —10,769 =... ee SOG DOG. ccciuce 65.3 30.3 +4.4 
172,380 —183.800 —15,481 PIGOTS sek dic ve 58.3 44,4 —2.7 
-4.690 460:000 3... ses a Sralea dare ate 269,509 61.8 42.6 —4.4 
ST 400 —GOETES  gecccctuc  asouvens 132,673 77.7 34.2 —11.9 
179,763 HOO  sccovade xmakaed 223,134 86.5 25.7 —12,2 
216,228 310,828 +9,430 SERGE. occa cae 49.8 44.7 +5.5 
148,755 MESES | bccce waa 562.600. ncceces 57.5 44.2 —1.7 
78,690 79,965 —=@00 esecacaa 112,519 57.0 45.7 —2.7 
91,353 101,657 a... are 56,755 54.2 47.1 —1.3 
78.529 189,374 =O bie secie 258,337 53.0 51.0 0 
SIGTSO .ddpivexe “enieucseer sagewenus 81,112 64.6 43.6 —8.2 
—539,714 —1,454,158 —4,166 i, a | nei 62.6 47.4 —10.0 
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ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 








WILLARD E KING, Vice-President and M er of Ag 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 











GENERAL INSURANCE OFFICES 


WILL IN 1921 


PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
—— offices that have life departments are pleased with 
results, 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a general 
insurance office. In 1921 this Company will make a specialt 
of broadening its service to this extent. We solicit pts omen 
ence with insurance agencies now writing fire, or fire and cas- 
ualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE 


KENTUCKY 














ORGANIZED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, 
and Industrial Policies from $12.50 to $1,000.00. 


Condition on December 31, 1920: 


REE See ee eee a eee $24, 143,510.56 
i itil ig esoib hs, win oa x Hie wlio 21,803,452.41 
ee eee eer eee 2,340,058 .15 


ae 207,301,719. 00 
Payments to Policyholders............... 1,983,096 . 17 


Total Payments to Policyholders since 
ok cuvaneneneeNeen wee $25,823,269.97 


JOHN G. WALKER, President 











AGENCY CO-OPERATION 


through direct mail advertising is just one of the 
features which give Fidelity men a distinct advantage. 
Last year we distributed 41,341 direct leads—all in- 
terested prospects who requested information. ‘This 
service, and its original policy contracts, enabled 
Fidelity to show an increase of 28.35 per cent. in paid 
business last year. 


Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $203,- 
000,000 Faithfully serving insurers since 1876. 


A few openings for the right men. 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, Philadelphia 
WALTER LE MAR TALBOT, President 








The Fidelity and Casualty Company 
of New York 
92 LIBERTY STREET, NEW YORK, N.Y. 


Metropolitan Offices: 90 and 92 William Street 


ANNUAL STATEMENT DECEMBER 31, 1920 


a 
eG ib kia hain 19,132,734.04 
as er od ka ane a oa 2,000,000.00 
SURPLUS OVER ALL LIABILITIES...... 30337,209.13 


LOSSES PAID TO DECEMBER 31, 1920.... '78,551,312.58 


CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and Al] Other Liability Lines. 











THE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 


Boston, Massachusetts 


ARTHUR E. CHILDS, President 


Paid Life Insurance for year 1920 over $35,000,000.00 


LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates. 
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UNDERWRITING AND INVESTMENT PROFITS AND LOSSES OF FIRE INSURANCE COMPANIES 


IN 1920—Concluded 
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$ $ $ $ $ > ~ $ $ % To % 
Rogal;, Liverpool! <ccccccscccecsicss RELOR IES IS786RI0 2.0.2.0 540,946 713,410 215,300 BE CMENY Soeseces 47,480 54.9 49.2 —4.1 
Salamandra, Petrograd .......... 4,514,524 4,781,973 ........ 267,449 215,476 SEEING oc csicas wee 280,943 61.3 44.6 —5.9 
Scot. Union & Nat’l, Edinburgh... 4,305,041 4,428,455 ........ 123,414 210,664 36,174 —5,410 ee re oe ee 55.0 47.9 —2.9 
Skandinavia, Copenhaen ecale terse 8,010,417 8.213 Ay oer 203,127 344,299 —111,812 aataetaaa 252,984 eoaamads 69.1 33.5 —2.5 
Sun, London Weewme sa baw eahe.eeee 4,290,059 4,089, "427 200,632 eoamed 114,280 42,383 +836 271,693 ao megs 48.7 46.6 +4.7 
Svea F. and L., Gothenburg...... 1,562,869 1,738,742 ........ 175,873 118,904 —10,625 ........ Lin Saw ans 46,344 62.1 49.1 —11.2 
Swiss Reinsurance, Zurich........ 2,300,844 2,512,551 ‘uaeowars 211,707 73,031 BR § wie deat wadekhede 140, 302 64.3 44.9 —9.2 
Tokio M. and F., Tokio.......... 2,146,610 2,231,885 ........ 84,775 157,393 —291,405 —64 364,669 ......-. 60.8 48.7 —4.0 
Union & Phenix Espanol, “Madrid. 3,807,434 4,186,084 ake aets 378,650 115,375 110,112 ticwues incuunee 373,387 64.2 45.8 —10.0 
Union of Canton, Hongkong...... 5,703,510 6,700,315 Seiawaaa 996,805 182,415 —1,370,790 ...... “E 556, 400 ecehecete 71.8 45.7 —17.5 

eA ae 

Gis. TiGeete occa scc.cic sieeve cee 1,671,230 1,622,108 49,122 <7 eewawe 29,259 72,255 aemes 6,126 ondeotes 51.4 45.6 +3.0 
UeMaie,  TAR cc cect oe cece wee 4,459,627 5,140,379 eaceiarer ne 680,752 145,043 62. ,954 rere rr siedwwns 598, 663 67.6 47.7 —15.3 
Western, TOrante .cccccscdvicces 2,742,095 a SS ere 621,090 34,653 —420°380 oe eraon ‘ cenceeee 166,057 85.9 36.8 —22.7 
ORAS ic dieesevacoccnvewaes - 616,561,739 634,673,986 eoecceee 718,112,247 19,839,966 718,040,623 7—2212769 ...... +» 714,100,135 57.5 45.5 —3.0 
Totals, 1919 (100 companies).. 532,497,234 486,485,325 746,011,909 eeeeeeee 20,197,572 F—20613973 T—1396024 746,991,542 twuneses 47.0 44.4 +8.6 
‘Totals, 1918 (100 companies).. 480,848,490 466,660,629 714,187,861 ae ede 32,003, 194 715,113,696 +-+-1737643 719,339,716 ........ 55.1 41.9 +3.0 
Totals, 1917 (100 compamnies).. 404,420,967 395,637,563 78,783,404 ametaee 7,453,518 gg tn 7—8370588 72,801,747 Samdaotee 57.1 40.7 +2.2 
Totals, 1916 (100 companies) .. 345,959,981 341,109,162 $4,650,819 ........ 28,916,191 724 493,583 7-+788,943 78,284,484 «2.0... 58.8 39.9 -+1.3 
‘Totals, 1915 (100 companies)... 308,009,279 294,765,884 713,243,395 ........ 24,954,951 #15, 138,231 +99,548 $22,960,657 ........ 55.3 40.4 +4.3 
‘Totals, 1914 (100 companiei).. 286,844,451 295,646,161 ........ 18,801,710 24,514,117 711,033,208 +1,869163 Feed OOE. . recanace 64.0 39.1 —3.1 
Totals, 1913 (100 companies)... 279,437,395 273,143,819 {6,293,576 = ...... ca BSS 768 FARRIS SGG  ieicce . xeceanee Li 162,620 54.0 43.7 +2.3 
Totals, 1912 (100 companies).. 267,585,086 257, 707,213 eye. - 17,668,686 746,218,166 ........ in: >.) ope 56.0 40.3 +3.7 
‘Totals, 1911 (100 companies).. 254,878,986 247,571,625 +7/307/361 ccoccosse S0242.341 416,659,037 rere 710,890,665 éaaduaus 56.6 40.5 +2.9 
Totals, 1910 (100 companies)... 249,676,029 232,260,065 717,415,964 ........ 13,044,544 717,245,708 ........ 713, "214 ,800 een dima ee 53.1 39.9 +7.0 
Totals, 1909 (100 companies).. 234,058,163 214,671,284 119,386,879 secceeve DECOR TOL FIGSTL COR  cicsenes ec: ly) Se 51.7 40.0 +8.3 
Totals, 1908 (117 companies).. 221,253,760 215,949,628 75,304,132 ........ 37,715,514 415,609, 257 ess ox 427,410,389 ........ 57.4 40.1 +2.5 
Totals, 1907 (121 companies).. 217,278,134 193,538,292 723, S739.842 os wae —12377412 $13,600,389 ........  ceccee -. 2,237,909 49.2 39.8 +11.0 
Totals, 1906 (123 companies).. 202,814,322 314,265,561 ........ 7111451239 12,138,776 ty- 65201880 oneness Se ecuaes 34, 107,583 114.9 40.1 —55.0 
Totals, 1905 (113 companies).. 191,229,661 171,681,248 + 119.548:418 e000 13,706,488 $13,513,451 ...... 71 2” na : 51.6 38.1 +10.3 
Totals, 1904 (106 companies).. 181,187,316 191,164,069 ........ 9,976,753 18,043,629 74,495,845 ........ 73,571,531 4 67.2 38.2 —5.4 
Totals, 1903 (107 companies)... - 171,622,404 155,366,952 716,255,452 ......-- 4, ring 754 19,485,977 ....... go SUL, 49.7 39.6 +10.7 
Totals, 1902 (107 companies)... 155,257,275 150,568,073 76,680,202 = .eswoees FQSGRSST FETSEGOT co cciccee a er 16.0 41.0 +3.0 
Totals, 1901 (115 companies) . . LST, OT4. 862 IG1,821,589 = .ccceces +9 ,846, 738 Waltiaaek | Neaanaae +991, 100 66.6 40.2 —6.8 
‘lotals, 1960 (124 companies).. 133,424,848 140,411,087 ........ 76,986,239 13,927,553 75,503,679 ........ PRAGEGSR | ccccws 65.8 39.3 —5,.1 
Totals, 1899 (126 companies).. 124,274,687 137,729,030 ........ +13'454°345 13,429, 7 3: 38 3633 Keates, cliteaannae 76,363, 666 70.6 40.2 —10.8 
Totals, 1898 (127 companies).*: 122,826,159 121,518,181 71,307,978 ........ 14,126,43 TpOSEOSS ec vecccws 75,800,383 cadmaaae 60.0 38.9 +1.1 
Aggregates, 23 yrs. (av. 108 cos.).. 6123721218 6084346430 39,374,788 ........ 364,744,624 236,082,251 +—2484094 7170521259 eT ee $99.3 ee 7 





“Many companies transact marine business. which 


ciation or minus depreciation in security values, etc. 


represent net remittances to or (—) receipts from iene offices. 
c Includes $372,: 500 transferred from Fire Reassur: ance, Paris. 
giIncludes $400,000 premium on stock sold less $30,000 dividends. 


dividends. b Includes $206,250 surplus paid in. 


cludes $125,000 surplus paid in. f Includes $53,349 pension ontigations. 
j Includes 
$250,500 premium on capital stock. 


tIncludes $150,000 surplus paid in. 
1 Includes 


ance paid, 
dends and $4.935 interest paid 
and receipts from home offices 


is included herein. 
§ Ratio of losses and expenses to premiums for 23 years, 
Et Totals for years prior to 1909 are pre miums Biv § 
dIr.cludes $2825 premium on capital stock sold. e In- 


80,000 surplus paid in and $80,000 dividends paid. 
m Inciudes $750,000 surplus less $630,000 dividend. 
of foreign companies aggregated $72,569,778, with dividends and remittances aggregating $7,364,898, 


+ Net. 4% Interest and other income from investments (less real estate expenses), plus appre- 


The amounts for foreign companies in dividend column 
a Includes $400,000 surplus paid in less $100,000 


h Includes $189,956 reinsur- 
k Includes $250,000 surplus paid in less $139,999 divi- 
tIn 1906 contributions to surplus 








Legislative Items 

In Vermont a new law requires fire loss adjusters 
for insurance companies to be licensed by the Insur- 
ance Commissioner, the license fee being $5. This 
does not apply to authorized agents who reside in 
the State, nor to officers of domestic companies. 

In Wisconsin it is proposed to adopt a law regu- 
lating inter-ingsurance exchanges, similar to that in 
force in New York State. 

A new law in New York substitutes a new section 
111 in place of that heretofore in force concerning 
mutual fire insurance corporations. Another autho- 
tizes any domestic insurance company other than a 
life company to invest not more than twenty per 
cent of its capital in, or to loan a similar amount 
upon, stock of another insurance corporation con‘ 
ducting the same class of business, if such company 
is incorporated under the laws of the United States, 
or of any State, and is transacting business ex- 
clusively in foreign countries. 

In California a bill pertaining to the regulation of 
mutual fire companies has passed the House, and one 
relating to the organization of county fire mutual 
companies has passed the Senate. Another which has 
passed the Senate would amend the law regulating 
reciprocals and inter-insurers. Bills which have 
passed the House concern the countersigning of in- 
surance policies, the licensing of agents, the forbid- 
ding of rebates and the license of insurance brokers 
The legislature has adjourned. 

A bill in Colorado providing for the organization 
and admission of mutual companies other than life 
has been signed by the Governor. 

\ new law in Connecticut extends the powers of 
fire insurance companies to writing of additional 
hazards, 

In Hawaii a resident agents’ law has passed the 
third reading in the Senate. 

A bill introduced in Illinois provides for the im- 





position of license fees by cities on non-resident in- 
surance companies. The bill providing for an_ in- 
vestigation of stock companies has been tabled in the 
House. 

A Massachusetts bill would permit foreign mutual 
fire companies to continue issuing mnon-assessable 
policies. 

A bill in Michigan which has passed the Senate 
relates to the powers of fire, cyclone and automobile 
insurance companies, and a bill relating to fees and 
taxes has passed both Houses. 

In Minnesota a resolution providing for the in- 
vestigation of insurance companies and agencies other 
than life has been introduced. Bills which have 
passed the House would regulate domestic mutual 
other than life, provide for supervision of 
repeal certain laws relating to 


companies 
insurance adjusters, 
reserves, and the writing of insurance in unauthorized 
companies would prohibit the use of the cancellation 
define agents, brokers and solicitors, provide 
companies 


clause, 
for incorporation of mutual reinsurance 
and regulate fire insurance policies on motor vehicles. 

In Missouri the Governor has_ signed bills 
authorizing inter-insurance, extending the powers of 
farmer mutuals to conduct reinsurance and exempt 
them from anti-trust laws, and permitting companies 
to invest in municipal bonds. 

The New Hampshire Legislature has adjourned. 
The Governor has signed the bill relating to foreign 
insurance companies and brokerage, also the retalia- 
and bills fixing the limit for paying fire 
fixing 


tory law, 
providing for investigation of fires, 
foreign companies, and _ providing for 


losses, 


taxes for 


marine insurance reports. 

The Governor of New Jersey 
amending the resident agents’ law. 

The Governor of Oklahoma has signed a bill 
amending section 7318 of the tax law, and one ex- 
tending the writing powers of fire companies. 


has signed the Dill 
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In Pennsylvania a bill has been introduced which 
would limit the amount of insurance on any one 
hazard. A bill which has passed the Senate provides 
for licensing adjusters. The bill relating to mutual 
policies without assessment provision has passed the 
House. A bill consolidating the insurance laws has 
passed both Houses. 

A bill introduced in the Florida Legislature pre- 
scribes a license tax for agents operating in more 
than one county. 

The Minnesota Legislature has adjourned. 

In Nebraska the Governor has signed the bill con- 
cerning the limit of liability of fire companies; also 
one relating to taxation of domestic corporations. 

In Ohio the bill providing for the codification of 
the insurance laws has been killed. 

A Rhode Island bill regarding taxation has been 
signed. A blue sky law has passed the House and 
will probably pass the Senate. A bill exempting cer- 
tain property from taxation has passed the House. 


National Liberty Appoints Ross Agency 

The National Liberty Insurance Company has an- 
nounced the appointment of George H. Ross & Co. as 
Brooklyn Eastern District agents. 


—In the promotion of a group of reinsurance com: 
panies in the Middle West certain figures furnished 
by Horace Wemple and Henry M. Schnarr, both 
formerly of Wemple & Co., have been misused in an 
endeavor to show the possible profits of the business. 


—A maximum credit of fifteen per cent on the 
final rate of insurance has been granted by the State 
Fire Insurance Commission to the towns of Bronte, 
Mission and Freeport on account of good fire record 
for the past three years. This reduction applies on 
all policies written on or after April 22, 1921, and 
expires on February 28, 1922. 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


25 CHURCH STREET 
NEW YORK 


CHICAGO 
Insurance Exchange Building 


NEWARK PHILADELPHIA 
Firemen's Insurance Building 1022 Lincoln Building 


CAAT I 


A periodic audit arrange- 
ment will not only afford 
you the satisfaction of know- 
ing that your office is run- 
ning properly but will give 
you the benefit of practical 
advice based upon years of 
experience gained in actual 
contact with insurance 
offices throughout the coun 
try. 


FIRE AND MARINE 
COMPANIES: 


Can we be of assistance in 
arranging for compliance 
with the new annual state- 
ment requirements P 


JOSEPH FROGGATT 


President 


| een 


** Life Insurance and 


—HowTo Sell It” 


ERE’S A BOOK “chock full” of the 
newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
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hundred star producers. They tell you how 
they do it. Get this book of good things. 


ABSORBING AND INTERESTING 
$1.00 postpaid 


The Insurance Field Co. 


Incorporated 


Box 617 Louisville, Ky. 
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A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By John S. Tunmore 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He Vith characteristic origina’ity of style explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 
Price, in green silk cloth binding, $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 


Chicago Office: 135 William Street 
Insurance Exchange New York 
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MISSISSIPPI REPORT 





Insurance Agents Association Sends 
Data to Governor 





EXTRA SESSION STILL UNLIKELY 


Stokes V. Robertson Back From New York 
Continues Pushing Case 


Maurice A. Bergman, chairman, L. D. 
Caldwell, secretary, Fred V. Becker, M. D. 
King and Edward Yerger, committee ap- 
pointed by the Mississippi Association of Fire 


‘Insurance Agents to furnish certain informa- 


tion requested by Governor Lee M. Russell, 
with reference to a proposed special session of 
the Mississippi Legislature, have filed the com- 
mittee’s reply to the Governor’s inquiry. The 
latter has not announced his intention with ref- 
erence to the extra session, but has “taken the 
whole matter under advisement.” It is gener- 
ally thought that the extra session will not be 


called. 
A portion of the committee’s report reads as 


follows: 


Answering the request for information in regard to 
property-owners who have need for insurance, the com- 
mittee is unable to give this information in detail from 
the entire State, but it is informed that the Governor 
has received numerous letters from various property- 
owners, and that he has information in regard to the 
matter. The committee points out that it is not 
altogether a question of securing insurance which is 
involved, but the responsibility and reliability and 
solvency of the companies writing the insurance is a 
matter to be considered seriously, not only by the 
property-owner receiving the insurance, but by his 
creditors. 

The committee frankly states that the sentiment of 
the parties who present the petition and the insuring 
public have but little patience with the pending litiga- 
tion. But the committee says that this was not the 
purpose of the meeting, which was called to peace- 
fully assemble and petition the Governor to convene 
the legislature to remedy the situation. The commit- 
tee, however, cites the Governor’s attention to a 
former precedent where the power of the State revenue 
agent was abated with reference to certain attempted 
taxation on cotton. The committee calls the Gov- 
ernor’s attention to the fact that while he says six 
and one-half naillions of dollars were paid to the in- 
surance companies in Mississippi last year, he has 
not charged this account with losses, expenses for 
doing business, including agents’ commissions, un- 
earned reserve, an account which all sound insurance 
companies are necessarily required to strictly keep and 
provide for. , 

To the Governor’s query as to why they have not 
appealed to their bosses or superiors to come back and 
do business, the agents declare they have no bosses 
and acknowledge no superiors. The report reads: 
“We have appealed to the insurance companies to re- 
turn to the State, and they in turn very justly reply 
that under the present intolerable conditions it is im- 
possible.’ 

The committee stated in answer to another query 
that they had no authority or power to force the com- 
panies to come back and stand trial. They state, 
however, that they have not heard of the companies 
doing anything to delay trial of the pending suits. 

The report goes on to say, “You state in connection 
With this question that these insurance companies have 
never invested a dollar in Mississippi, except as made 
by ‘you.’’”? We reply that we are not posted as to the 
investments, but we presume that it would be hard to 
find many investments made out of profits in this 
State. We have tried to make them money, but if you 
will closely examine the situation you will find that 
the insurance companies on a general average have 
made but little or no profit in this State. 

You state, ‘You have in years gone by taken millions 


and millions of dollars out of Miississippi’—the com- 
panies have. We might call your excellency’s atten- 
tion to the fact that during these same years the com- 
panies have paid back to the policyholders in this State 
millions and millions and millions of dollars, besides 
the necessary expense of doing business, which in 
Mississippi is not above the average.” 


REGARDING PUBLICITY 

Regarding publicity, the report declares: “The Mis- 
sissippi Association of Insurance Agents, after the 
greatest effort, has raised a limited amount for ad- 
vertising matter and publicity generally given out 
through the newspapers and otherwise in our State. 
Our estimate is that it would not begin to amount to as 
much money as has been expended for advertising and 
other purposes by the State revenue agent.” 

The Governor last week charged that in many in- 
stances the petition circulated by the insurance men 
had been signed by negroes, minors and other persons 
not qualified to vote. The committee does not answer 
this charge specifically, but states that blank petitions 
were sent to each of 600 local agents throughout the 
State, and that the names of these agents are recorded 
in the Mississippi Insurance Department. 

Stokes V. Robertson, State revenue agent and 
plaintiff in the anti-compact suit, has returned from 
New York, where he spent two weeks taking deposi- 
tions of various home-office officials. Mr. Robertson 
expressed some surprise because these men refused to 
tell him what their personal incomes amounted to last 
year, the amount of Federal taxes they had paid and 
other facts, in which apparently he should have no 
concern, 

Mr. Robertson said in concluding his statement: 
“Fire losses in Mississippi during the past five years 
have never gone over $2,000,000, yet the premiums 
have increased from $2,000.000 to over $6,000,000 
annually. The insurance companies are so big and 
their officials think in such large figures that Mis- 
sissippi seems to them only a pimple on the face of the 
earth.” 

It is interesting to recall that at the outset of the 
litigation Mr. Robertson said that the companies 
hought that they were larger than the great Common- 
wealth of Mississippi, but that he would show them. 

Contrary to an announcement made last week, Hugh 
BR. Miller, district attorney, will take an appeal from 
Chancery Court of Pike county in an effort to stop 
four fire companies who entered Mississippi after the 
withdrawal of the 139 companies affected by the anti- 
compact suit from using the rates of the Mississippi 
Advisory and Inspection Bureau. 

A $20,000 fire was reported at Madison, Miss.. 
twelve miles north of Jackson, on the night of April 
25, with coverage of only $2000. It could not be 
learned whether or not the present fire situation had 
anything to do with the lack of coverage. 


Insurance Association 
Elects 

At the annual meeting of the Western Fac- 
tory Insurance Association last Thursday even- 
ing at Chicago, IIl., the following officers 
were elected: President, C. W. Higley, Han- 
over; vice-president, J. H. Carr, Hartford 
Fire; secretary-treasurer, J. C. Harding, 
Springfield Fire and Marine. The executive 
committee appointed was as follows: W. A. 
Chapman, Firemans Fund, and F. B. Luce, 
Providence Washington. 


Western Factory 


—The Cook county department of the American 
Eagle and the Continental celebrated the completion 
of its first year on Tuesday evening with a dinner 
party at King’s restaurant. After dinner there was a 
musical program and dancing. 

—Insurance agents of Oakland, Cal., and civic or- 
ganizations are joining hands in an effort to obtain 
lower fire insurance rates. The Board of Fire Under- 
writers of the Pacific has been petitioned to grant a 
readjustment. 


sD | 


NEW MISSISSIPPI COMPANY 


Will Begin Writing Business Sometime 
This Month 
[Special Dispatch to THE Spectator] 

Jackson, Miss., May 3.—The Mississippi 
Fire Insurance Company, recently incorporated 
at Jackson and licensed to do business, began 
to assume liability at noon, Monday, May 2d. 
Policy nuniber one was issued to its secretary, 
A. F. Barbour, covering his dwelling located in 
Yazoo City, Miss. Mr. Barbour stated to a 
representative of this paper that the Mississippi 
fire had leased the entire second floor of the 
Lamar Life Building, and that applications 
for agencies were coming in very satisfactorily. 
The first appointments were made Saturday 
afternoon and by Monday night over fifty ap- 
pointments had been made. For the present 
the company will confine its operations to the 
State cf Mississippi only, and it will be its 
aim to select its representatives from the old 
and established agencies in Mississippi. Secre- 
tary Barbour, has been actively engaged in 
fire underwriting for twenty-six years. He is 
a member of the firm of Barnwell & Barbour, 
fire agents of Yazoo City, Miss., and Memphis, 
Tenn., and will have entire charge of the un- 
derwriting department of the new company. 
Reports on Exchange 

Activities 

Henry E. Hess, manager of the New York 
Suburban Fire Insurance Exchange, in his an- 
nual report states that the premiums in ex- 
change territory amounted to $8,961,161 in 1920, 
as compared with $6,626,525 in 1919, an increase 
of 35.23 per cent. Of the 1920 total $7,071,344, 
or 78.92 per cent, were written at local agencies, 
and $1,889,817, or 21.08 per cent, were written 
at other than local agencies. : 

The daily reports stamped numbered 412,862, 
an increase of 32,467 over the previous year, 
and the number of indorsements and cancella- 
tions stamped was 227,604, an increase of 16,649. 
Notwithstanding these large increases, the num- 
ber of violations decreased 14,311, from 56,152 
in IQIQ to 41,841 in 1920. 

The brokerage department issued 842 new 
licenses and renewed 4,445 licenses, making the 
total certificates outstanding 5,287. The num- 
ber of local agents in exchange territory is 
1,019. During the year 118 agents quit and 180, 
representing 502 companies, were appointed. 


Manager Hess 


“America Fore” Buys Chicago Home 

The purchase of the block bounded by East 
Pearson, East Chestnut, Cass and Rush streets, 
Chicago, by the Chicago Title & Trust Com- 
pany on behalf of the “American Fore” compa- 
nies is occasioning interest among Chicago un- 
derwriting circles. The site is reported to 
have been purchased for $250,000 for the pur- 
pose of erecting a new office building primarily 
to house the western departments of the Con- 
tinental, American Eagle and Fidelity- Phenix 
insurance companies. 


T. Y. Brown & Co. of 79 John street, New York, 
have commenced writing fire business in Manhattan 
and the Bronx for the Employers Insurance Company 
of Boson. 
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THE IDEALS OF THIS COMPANY 


constitute Service to its Agents, Policyholders and the 
community in which it operates. 


In the states of Arizona, New Mexico and Arkansas, we 
have excellent territory open for General Agents with 
liberal contracts. 


With an opportunity for large increase in production 
by reason of our sub-standard contracts, this Company 
offers to its agents an outlet for a large volume of busi- 
ness by offering life insurance to every man, depending 
upon his physical fitness, with ratings depending en- 
tirely upon impairments disclosed by examination and 
inspection. 


For further particulars write the Home Office of the 
Company. 








Home Office Building 


TWO-REPUBLICS LIFE INSURANCE COMPANY 


‘“‘THE COMPANY IN AN EMPIRE ALL IT’S OWN” 
EL PASO | TEXAS 











Improved Disability Provision ||) ®) KEEPING FIT 


Chakes seew ts Pe eee ae eee — Y When ambition wanes decay be=- 
Mnteite oa See ee gins. When aggressive push _ for 


probationary period. oN \ business slackens the sinews of 


Payments begin immediately on approval of claim SSS strength become flabby. When serv- 
—no probationary period. es ice ideals are lowered the heart of 
: ets the organization is weakened. 
Monthly payments, lifelong, conditioned on per- 
manence of disability. The pride of The Lincoln Life is its high service stand- 
ards. It will maintain them by continuing to write all 


Immediate waiver of future premiums—no wait- ‘ : 
the good business it can get. 


ing until next anniversary. 


Full amount of insurance paid when insured dies, You are assured that the superior service of The Lin- 


without deduction for disability payments or for pre- coln Life will carry on in the quick issuance of policies, 
miums waived. attention to policyholders, and the prompt payment of 


aie : . claims, when you— 
_ This new disability provision brings the service of ’ 
America’s oldest legal reserve life insurance company 


still closer to the needs of the insuring public. ——— 
(CINK uP (Swi tHe (LINCOLN) 


For terms to producing Agents address 














, The Lincoln National Life Insurance Co. 
The Mutual Life Insurance Co. (ain: Bhi least 


of New York Lincoln Life Building Fort Wayne, Indiana 
34 Nassau Street, New York Now More Than $170,000,000 in Force. 
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OPTIMISM 


. P. Gives a Little Lecture on Talk- 
ing the Bright Side 


NOT DEATH BUT LIFE 


Don’t Talk Your Parable of Jim Careless 
and His Sad Death, but Drop a 
Leaflet on the Desk 
The “B. P.,” as the other agents in the office 
called him, felt like talking. It was seldom, 
ever) when he was at his desk, and that wasn’t 
often, that he did feel like talking. This after- 
’ noon he gave the two in the office one of his 
unusual lectures as to how to “feed ’em,” as he 

called it. 

“Tf I were a preacher,” the Big Producer be- 
gan, “I wouldn’t hitch my conversion pull-in 
on punishment for sin. I wouldn’t preach a 
‘place of future punishment,’ as they put it now- 
adays, but what was called plain hell when I 
was a kid. No, I’d keep that card up my sleeve. 
The way to convert folks is to make ’em know 
that the good things a chap gets come from 
doing good things. True, too, as crowds in the 
subway. You can’t do any kind of good thing 
without it’s trailing mighty big pay for it. You 
can’t have any little virtue that doesn’t pay div- 
idends like a Ford auto factory ten years ago. 
Nobody ever gave a nickel to a beggar that 
sometime he didn’t get two nickels back. I 
grant it’s a piggish basis for good action, but, 
after all, watching out for number one is the 
clockwork of ,every human. 

A kind of selfishness, taking care of number 
one and taking care for number one’s family 


is the reason a man isn’t an ape hanging by his 
tail on a tree, and the reason we've got an ele- 


vator in this building and the reason there’s. 


an electric light over my head. 


A FUNDAMENTAL 


Now the trouble with life insurance is that 
although it’s something that nearly everybody 
needs and needs badly, it doesn’t look like what 
anybody wants. It takes into account what’s 
going to happen after a man is dead, and most 
men don’t sense what will happen after their 
deaths. This isn’t because they’re indifferent 
to what will happen to their loved ones, but be- 
cause they can’t sense their own deaths ; because 
nobody can realize his own death. It isn’t hu- 
man nature. 

If you believe this, and I think you’ve got to 
believe it, you see the weak point about life in- 
surance. Asa selling commodity pure and sim- 
ple, it ranks with the offer of sitting on a cloud 
and singing hymns. No one really senses that 
kind of thing. 

That’s the reason I have always believed that 
the deferred dividend scheme was a mighty good 
one, And sometime somebody is going to in- 


vent a brand new way of hitching the old de- 
ferred dividend stunt to modern life insurance. 
Hitch it so that it will be acceptable to all in- 
terested parties. Meantime we've got to offer 
what we've got, but we must keep the funda- 
mental in mind. 

Talk to a man of forty about what will hap- 
pen when he’s sixty and he follows you. Talk 
with him about what will happen after he’s 
dead and mostly you’re talking Choctaw to him. 
And the fundamental is the difficulty of making 
the average man realize he will ever die. 

Now in the case of myself, and my trade is 
that of warning men to make provision against 
death, I find myself it extremely difficult to 
think of myself as a dead man. In fact it is 
quite impossible. Hence I reason that no mat- 
ter what I say I will fail to make others realize 
their own deaths. And I find that with myself 
the thought of death is repugnant. Therefore 
I reason that the thought of death for others 
is also repugnant. So in talking to a prospect, 
for myself I prefer always to talk of his death 
as merely the barest of contingencies. The 
barest of contingencies he himself regards it, 
and by so regarding it myself my talk has far 
more weight than if I pictured his death and 
the result of his death to his family. If a man 
takes a policy in middle life and lives until ex- 
treme old age, the policy is the biggest kind of 
a bargain. Incidentally he is protecting his de- 
pendents, very important but merely incidental- 
ly, as the prospect looks at it. So I base my 
arguments not on the idea of dying but on the 
idea of living. 


THE Bricut SIDE 

All the stipulations of the policy that promise 
an investment feature, provided the man lives, 
these I make much of. At no time do I hint 
the probability of the early death of my man. 
Life and not death is what I talk. At the same 
time, in the background, remains the important 
feature that while if the man lives long he gets 
a first-rate investment, yet if the vague and dim 
eventuality should happen, his family are pro- 
tected. 

I believe that many solicitors make the great- 
est mistakes in rubbing in the thought of death. 
That thought is the most repugnant of all 
thoughts. As the most remote of uncertainties 
men by nature regard it, and the solicitor who 
talks about a chap’s death as lightly as next 
summer’s corn crop will be fortunate if he is 
only courteously shown the door. 

The reason why most men dislike the calls 
of life insurance agents is because they don’t 
want attention called to their deaths. For the 
same reason, to take an extreme example, if an 
undertaker drummed up trade by personal calls 
he would be shown the door on the jump. Just 
put it to yourself. Ask yourself how you would 
like to have an undertaker step in and measure 
you for your coffin? 

In a way there are some agents who suggest 
that the prospect may be dead this time next 
week. They tell how Jim Careless ate a hearty 
dinner at six p. m. on a Wednesday. His wife 
never knew him to be looking better. But on 
Sunday there were flowers at the side of the 
Careless front door, and Jim lay in the front 
room on the first floor, with his hands crossed. 
The funeral followed at four p. m. on Monday. 
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Of course the agent had solitited Careless, 
pushed him hard, but with no result except to 
cause Jim to say, ‘I don’t want any insurance!’ 
Mrs. Careless and the kids! The agent shakes 
his head sadly; the result of Jim’s carelessness 
in not signing up cannot be put in words. 


Drop A LEAFLET 

All this may be true, and there’s a big lesson 
for all of us to be learned from chaps like Jim. 
But the suggestion that the agent’s man is a 
Jim Careless is a veiled insult. And the sugges- 
tion that on the coming Wednesday your man 
will eat a hearty dinner and that on the follow- 
ing Sunday flowers will be hanging at the side 
of the front door, and the funeral will be on 
Monday is a loathsome, horrible suggestion. It 
may happen, but it is too delicate a topic to be 
talked about even among close friends, let 
alone by a man who has made but two or three 
calls, or possibly is making the first. 

The B, P. went on: “Numerous excellent 
leaflets are published that tell the stories of the 
Jim Careless kind, and very important lessons 
they are. For example, The Spectator Com- 
pany publishes several such leaflets. They are 
written by expert writers and are couched in 
language that cannot offend even the Jim Care- 
less kind. Our solicitor ought to have had a 
supply of these leaflets, and when he runs up 
against a Jim Careless such a leaflet can be 
casually left on his desk. Men will read par- 
ables that thrust home a lesson, and printed 
words seldom lead to disgust. After it is read 
the leaflet may be thrown into the waste basket, 
but frequently its lesson has gone home and 
will be remembered long after the leaflet has 
been destroyed.” 

The B. P. slammed down the lid of his desk 
and pulled on his hat. “The wisdom and ex- 
perience of mankind is condensed in our prov- 
erbs!” he exclaimed. “‘A drop of molasses for 
catching flies is better than gallons of vine- 
Sact 7 





Charles R. Forbes, New War Risk Head 


Charles R. Forbes of Seattle, Wash., has 
been appointed director of the Bureau of War 
Risk Insurance, succeeding R. G. Cholmeley- 
Jones, who accepted reappointment under the 
present administration only to render emerg- 
ency service. Mr. Cholmeley-Jones will re- 
sume his connection with a New York city 
financial and trading corporation of which he 
is the vice-president. 

The new director, although a native of 
Massachusetts, has for several years resided 
on the West Coast. He served with distinc- 
tion as a colonel of infantry overseas, winning 
a Distinguished Service medal, He has also 
served on the Hawaiian public service and the 
Hawaiian Board of Harbor Commissions, 








THE PROSPEROUS AGENT* 





Extract from New Book by William 
Alexander 





DILIGENCE SUBSTITUTE FOR GENIUS 





Work Reaps Reward—Lazy 
Genius No Winner 

A great deal of nonsense has been written 
about genius. 

Genius is a gift of the gods. 
bought, but the man who possesses it has a 
priceless treasure. The man who is without it 
is to be pitied, for he can never hope to obtain 
it. 

Notwithstanding all this, men of genius are 
often among our most conspicuous failures. 
Consequently many hard-headed, practical busi- 
ness men refer to genius with contempt, and 
sometimes seem even to question its existence. 
Such men delight in the statement that “Genius 
is nothing more than the capacity for hard 
work.” Here we have confusion of thought, 
but this confusion is natural, and is based on 
some such line of reasoning as the following: 
“When a man is pointed out who is said to 
have genius, we look to see what he has ac- 
complished; for a tree is known by its fruits. 
And if we observe that this fellow is lazy and 
good for nothing, has never accomplished any- 
thing and never will, we conclude that his 
genius, so called, is a myth. The man of real 
genius is the one who is diligent—who works 
aid works uninterruptedly.” 

The fallacy here is obvious. The diligent 
man succeeds in spite of the fact that he is 
without genius. And the man who refuses to 
work will certainly fail even if gifted with a 
large measure of genius. i 

Genius and labor are two very different 
things, and the influence they exert differs also. 
Genius without labor is impotent, but intelligent 
labor, even where there is no genius, is certain 
to reap a substantial reward. Thus the indus- 
trious tortoise wins the race which the idle 
and indifferent hare throws away. But the 
man of real power is the one who has both 
genius and industry. 

Genius is not hard work, but it furnishes ma- 
terial of priceless value which the diligent man 
utilizes. 

Genius creates; labor executes. 


Intelligent 


It cannot be 





* This book is one of the series of life insurance 
works on the art of soliciting, by William Alexander, 
the widely known writer on agency educational in- 
struction, which has just been published by The 
Spectator Company. 


REET 
Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of a te insurance and 
prepare the way for a personal call to close the appli- 
cation. More than 400 salesmen are using Hill’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An ingurance com- 
pny official writes, ‘“‘Am well pleased with the letters. 

hall be able to make effective use of them.” Re- 
quest \particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 











The man of genius has inspirations. He sees 
castles in the air which may form the design 
for actual buildings constructed of stone and 
iron. He is an inventor. He transmutes com- 
monplace and familiar objects into things full 
of novelty and freshness. 

But some one may say, “Genius may be of 
great value to the painter, the composer, the 
author, the ruler over a nation, or the leader of 
an army, but the agent is simply a salesman. 
What need has he for genius?” Well, he can 
manage to get along without it, but it will be of 
inestimable value to him if he has it. 

Genius is usually, if not always, coupled with 
imagination, and the agent who has these 
qualities can invent new and attractive plans, 
and devise novel and brilliant modes of pro- 
cedure. 

It is the general impression that the truths 
about life insurance are trite and hackneyed; 
and that the agent, even if not a bore, deals 
necessarily with an uninteresting subject. The 
agent who has genius, therefore, and can by his 
startling freshness and originality arrest atten- 
tion, awaken interest and compel action, enjoys 
golden opportunities which the grave, dull, mat- 
ter-of-fact, commonplace neces- 
sarily lacks. He has the world in a sling. 
There are no lengths to which he cannot go, no 
heights to which he cannot attain. But if he 
relies solely upon his gifts to carry him on- 
ward, he will lose the race and the diligent tor- 
toise will get all the glory and all the profit. 

But men of real genius are rare, while the 
This 
should give you encouragement if you lack 
But if you have that gift, be sure to 


canvasser 


army of successful agents is very large. 


genius. 
utilize it. 


Mental Attitude 

Do you realize that success, achievement, hap- 
piness—everything worth while in life—is de- 
pendent upon your mental attitude? What you 
are and what you do are the results of what 
you think. If your mind action is right, all 
else will follow in a satisfactory manner. 

It frequently happens that a man who has 
practical ability is rendered inefficient and fu- 
tile by a faulty outlook. Cases in point are 
agents who hold dollars so close to their eyes 
that they can see naught else, and those who 
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practise crooked methods on the principle that 
the end justifies the means. 

On the other hand, we commonly find men of 
mediocre talents enjoying marked success, main- 
ly because of proper mental adjustment to their 
environment. The man who keeps in tune with 
his surroundings and his fellow beings cannot 
fail to prosper. He is moving along the line 
of least resistance. 

Do you appreciate the fact that this is a good 
old world, so big and so full of riches that 
there is plenty for each one of us? It never 
fails to render to us our full deserts. It is al- 
ways receptive to friendly advances and repays 
service with heavy interest—a gracious world 





OF NEBRASKA 


209 Wilkinson Building 
Corner I2 and Farnam 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. MeCANDLESS, Vice-Pres. 
Manager of Agents 




















wit 
an 
Ar 


bili 


R 











e that 


1en of 
main- 
» their 
> with 
annot 


e fine 


good 
; that 
never 
is al- 
repays 


we yr] d 





a ee 





May 5, f92T 


THE SPECTATOR 


LIFE INSURANCE SECTION 





Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DES MOINES, Iowa, 


REINSURANCE ONLY 


Full Coverage 








H. B. HAWLEY, President 





F. D. HARSH, Secretary 








to the man who approaches it with a genial 
smile. 

What is your mental attitude toward your 
business? If you regard it merely as a me- 
dium for making money, you must not expect 
to achieve a great success. Study the social 
and economic effects of life insurance. Note 
the manifestations of its beneficence on every 
hand. Thus will you acquire a true estimate of 
it and an enthusiastic sense of the importance 
of your work. 

Is your mental attitude toward yourself cor- 
rect? Do you maintain a rational egottsm, 
without false pride? Have you self-confidence 
and do you feel assured of ultimate success? 
Are you honest in shouldering the responsi- 
bility for failures? Do you measure yout 





Perfect Personal Protection 
The Combined 


Life, Health 


and 


Accident Policy 
Issued only by the 


Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





HOME 


OFFICE 
Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Agents Wanted 


EDWARD H. BURKE, 


Presidentand General Manager 














capacity by what you have done or are you 
conscious of the power to do bigger things? 

Your mental attitude must be harmonious 
and embracive. Your thought adjustment must 
be made to include all the affairs of life. This 
is the most effective and the easiest way of 
realizing the desired condition. You can’t get 
into the right mental attitude for business if 
your mental attitude at home is wrong. On 
the other hand, should you maintain a proper 
condition of mind during your leisure hours, 
it will be comparatively easy to maintain the 
same condition in your hours.— 
Great-West Life Bulletin. 


working 


Make It Short 

Bort Ir Down.—If a man has a great deal 
to say it won’t take him long to say it. Be 
brief. Boil it down. Don’t be a bore. Use 
short sentences. Walk more than you talk. 
Get in, get through, get out. Cut out lengthy 
explanations. Brevity is the soul of salesman- 
ship. Too much verbiage befogs the issue. Be 
long-headed, but not long-winded. Talk to 
your man in his own language. Make the in- 
terview short, clear and snappy. Remember 
that talk is cheap and time is money. Don’t 
talk your man into a sale, then out of it. Con- 
densing your sales-talk augments your income. 
Ask clean-cut questions that call for affirmative 
answers.—I/nsurance Mail. 
Northwest Congress of Life Underwriters 

to Meet July 1 

“Madison calls for 1000 attendance” is the 
slogan of the Northwestern Congress of Life 
Underwriters which will be held at Madison, 
Wis., July 1 and 2. An exceptionally strong 
program has been arranged and 4500 agents 
invited to attend, A. C. Larson is president 
and C. M. Hodgin, first vice-president of the 
Northwest Congress. 








Cotton States Life Being Examined 

The Insurance Departments of Tennessee, 
Mississippi and Arkansas are conducting a joint 
examination of the Cotton States Life Insur- 
ance Company of Memphis, Tenn. The depart- 
ments are represented by F. M. Speakman, ac- 
tuary, of Philadelphia, Pa. Sam Henry of the 
Mississippi Insurance Department is assisting 
Mr. Speakman. 
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STAGES OF INTEREST 


Three Degrees Must Be Worked Up 
by Salesman 








WAYS OF OBTAINING RESULTS 





Favorable Impression of Agreeable Ideas 
Should Be Conveyed to Prospect 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











There are three stages of interest usually, 
just as there nearly always are the three stages 
of attention, which we already have considered. 

lirst is the attentive stage of interest. This 
is the stage at which intended attention merges 
with the beginning of real interest in the ideas 
to which the buyer has been made attentive by 
the salesman. Here the prospect first wishes 
to associate these ideas with impressions already 
in his mind. 

In the second stage, of associating interest, 
the buyer thinks of the outside ideas and the 
inside ideas in close relation. If an office desk 

is being presented to his interest, for instance, 
the buyer sees in the desk certain features that 
accord with his ideas of what should be found 
in a desk. 

The third stage is personal interest. The 
prospect imagines the desk in his office, imagines 
himself using it. Now his association of new 
and former ideas tightens the clamp of his in- 
terest in the goods. He is personally concerned 
about what the salesman has suggested to his 
mind. 

Let us see how each of these three degrees 
of interest may be won by the salesman. 

l‘irst, how can the salesman impel or induce 
the buyer to wish to associate the new ideas 
with ideas already in his mind? That question 
can be answered better after another one is put. 
What things do you wish to do; are you most 
willing to do2 Why, agreeable things, of 
course! No one wishes to do a thing that is 
unpleasant. This gives us the clue to the right 
way to secure attentive interest. The salesman 
must win by suggesting agreeable ideas to the 
buyer. 

It is obvious that you may gain the attention 
of a prospect by hammering his senses in some 
disagreeable way. Even unfavorable attention 
may be an advantage to the salesman. But the 
imterest the salesman wants must begin with a 
favorable impression of agreeable ideas. If th> 
ideas are agreeable to the mind of the prospect. 
the impression they make will be so favorable 
that he will wish to take Interest in them. 

It is evident, then, that the salesman must 
be most careful to suggest impressions that will 
be agreeable to his prospect. The preparatory 
steps of the sale and the size-up should enable 
the salesman to select ideas that will be agree- 












able to the particular prospect. To cite an ex- 
ample of very dissimilar men; what would 
have delighted Theodore Roosevelt might be 
very disagreeable to William H. Taft. It would 
be poor salesmanship to attempt to awaken the 
interest of these two distinguished men by mak- 
ing identical suggestions to them both. Study 
in advance of your approach to the mind of a 
prospect what ideas are most likely to be agree- 
able to him, and govern your salesmanship in 
his case accordingly. 

Second, how can the salesman induce the 
buyer to start the actual association of ideas 
after his willingness to do this associating has 
been won? A man associates things that are 
alike. He contrasts or disassociates things that 
are unlike. Hence the buyer may be impelled 
to associate the ideas suggested by the sales- 
man, with ideas already in the buyer’s own 
mind, only if the salesman suggests qualities of 
his proposition or his goods that are like quali- 
tics of the prospect’s ideas in character. That 
statement seems pretty complex; so let’s illus- 
trate it. Suppose the case of a buyer whose 
dominating motive or object in life is service 
to his fellow men. His mind naturally is full 
of ideas of service. If the salesman suggests 
to such a prospect some quality of his goods 
which will enable a possessor of them to be of 
greater service to his fellow men, he has made 
a suggestion which impels the prospect to as- 
sociate ideas of the goods with ideas of human 
service. A surgeon who is known to be very 
gentle, for instance, would be influenced by the 
suggestion of the idea that a new surgical in- 
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strument would make an operation on a patient 
less painful. 

But suppose another case, of a surgeon who 
seems to have no human feeling about his pa- 
tients—a man who is simply a scientific expert 
and who treats patients without regard to their 
pain during an operation. If the salesman of 
the surgical instrument were to suggest to such 
a prospect the idea that the instrument would 
reduce the pain of an operation, that suggestion 
would not Interest this second prospect. The 
suggestion would be unlike the ideas of the 
efficiency value of surgical instruments, already 
in the mind of the surgeon. He would be in- 
terested only if a suggestion of the greater effi- 
ciency of the instrument were proffered. That 
would be an idea he would associate with the 
scientific ideas that dominate him in his opera- 
tions. 

Third, how may personal Interest be induced 
by the salesman? Why, by the suggestion of 
ideas that will impel the prospect to realize the 
personal benefit he might secure, or the per- 
sonal satisfaction it would afford him if he pos- 
sessed the goods presented to his Interest. The 
two doctors referred to would imagine them- 
selues respectively using the new surgical in- 
strument; though they would be Interested in 
it for two very different reasons. 

It seems advisable to interpose a caution at 
this point. Do not think of the processes of 
the sale as cut-and-dried. Some salesmen seem 
to consider it necessary to follow a set rou- 
tine or program. Remember that the only ob- 
ject of any step in selling is to get the prospect 
nearer the buying point. His Attention must 
he gained; his interest needs to be made active. 
3ut if, for instance, he jumps a few steps of 
the process, and gets Interested before you ex- 
pected him to become Interested, jump ahead 
with him. Observe the prospect constantly. 
Often he will take the lead and get almost to 
the closing stage of the sale in a few seconds. 
Don't lag behind. Keep up with him. It is 
not important to take all the steps of selling. 
It is vitally important to avoid retarding the 
sale yourself.- We are studying the processes 
of selling, in consecutive ‘order. But do not 
get into a rut in your actual selling, just be- 
cause you have studied the selling steps conse- 
cutively. 

It is difficult to summarize the art fundamen- 
tals of the processes of gaining Attention and 
inducing Interest. But it is important to have 
some standard by which one can judge what 
constitutes best skill in taking these selling 
steps. We have said that art in sizing up lies 
in the ease of the character analysis. The art 
of the salesman at the Attention and Interest 
stages is manifested by the degree to which he 
makes the impression of being a particular 
salesman with a particular proposition. Let us 
see the meaning of that summary clearly. 

The average buyer is called on by large num- 
bers of salesmen, who represent various lines. 
Ile is apt to class them all as similar. The in- 
dividuals who do not stand out in the proces- 
sion have little chance of gaining Attention 
or of inducing Interest. They make no par- 
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ticular impression on the senses or on the mind 
of the buyer. Why should they? 

But when a salesman appears who isn’t like 
the common run of fellows who walk in and 
out of offices with order books, he will make an 
impression in particular. That particular im- 
pression should be both of himself and of his 
line. The skill of the artistic salesman, at the 
Attention and Interest stages, takes him out of 
the class of ordinary salesmen. He is an extra- 
ordinary person, using extraordinary methods. 

Extraordinary, as used here, does not mean 
phenomenal, but beyond the ordinary. You do 
not want to startle a prospect and cause him to 
regard you as a freak. You work simply to 
give the impression that whatever other sales- 
men lack in particularity, you are a particular 
man with a particular proposition. If you suc- 
ceed in making that impression, you will be cer- 
tain te gain Attention. The Interest of the 
prospect will also be induced. 

Now to recapitulate briefly. 

Employ the hammer method to gain Atten- 
tion. Recognize that the tool for the processes 
of Interest is the clamp. You wield the ham- 
mer. You can compel Attention. But the 
clamp must be used by the prospect. You only 
can suggest to him the ideas of tightening it. 

Work with direct sense appeals, as hammer 
blows, to drive in the impressions of Attention 
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not with talk. Work with both direct sense ap- 
peals and with words to induce the prospect to 
associate his ideas with yours in Interest. 





COTTON STATES LIFE WINS 
Opinion of Lower Court Sustained by Ar- 
kansan Supreme Court 

The Cotton States Life Insurance Company 
of Memphis, Tenn., won a victory when the 
Arkansas Supreme Court sustained an opinion 
of the lower court in the case of Robnett vs. 
Cotton States Life Insurance Company. Suit 
was brought against the insurance company to 
recoyer proceeds of policy, which the company 
claimed had lapsed for non-payment of a pre- 
mium note, and the lower court gave per- 
emptory instructions to the jury to find for the 
defendant. 


Metropolitan Lends $3,000,000 More on 
Bonds and Mortgages 

Loans of approximately $3,000,0c0 on bonds 
and mortgages were authorized last week at a 
meeting of the real estate committee of the 
Metropolitan Life Insurance Company. 

More than $250,000 was on eight apartment 
houses in Brooklyn, more than $200,000 was on 
dwellings chiefly in Chicago and Cleveland, with 
smaller loans on houses in South Carolina, 
Illinois, Indiana, and Florida. About $600,000 
was loaned in Los Angeles on a business build- 
ing, and about $2,000,000 on farm mortgages in 
a number of States in the Northwest and 
Southwest. 


Old Colony Life Ruling Sustained 

The Illinois Supreme Court has decided the 
important Old Colony Life Insurance Company 
case involving the contestable clauses in the life 
insurance contract, holding that any contestable 
clause can be voided no matter how serious and 
unquestionable the violation, provided those in- 
terested take no action until after the contest- 
able period had expired. This decision sustains 
the rulings in the lower and appellate courts 
and is regarded as final, as the case cannot be 
carried to the Supreme Court of the United 
States. 


—What now should the community do for life in- 
surance? It should provide proper guards for its 
practical administration, and then let it alone to do 
its beneficence without hindrance; provide sufficient 
legal remedies for the protection of its beneficiaries 
against breach of contract and for the protection of 
itself against fraud, to which it is at some points much 
exposed; then let it grow.—The late Jacob L. Greene. 
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Means of Securing List of Persons to 
Call On 
By J. B. DuryEaA* 

Many beginners seem to think that “prospect” 
and “acquaintance” are synonymous words. I 
have frequently heard them say: “I do not 
think I can write insurance here because I am 
not acquainted.” And I have known life insur- 
ance rate-book carriers to spend a lot of time 
getting acquainted with people before broach- 
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ing the subject of insurance. I am going to dis- 
pose of the question of acquaintance in one 
short sentence: Any man who makes personal 
acquaintance a condition precedent to talking 
insurance has not yet grasped the first faint 
conception of the great service of life insurance. 
Such a one becomes the “pest” and “bore” 
who hounds the victim until he takes a little 
$1,000 policy to get rid of the agent, who thinks 
he has made a sale. 

Acquaintanceship based on purely business 
grounds, or favorable acquaintance formed 
through clubs, or in civic or public work, is of 
the greatest value to the salesman. A reputa- 
tion for expert advice and helpful suggestions 
in building and protecting estates is what an 
agent most needs, but time-killing personal 
visits with people is a detriment, not a help. 
It is for the purpose of obtaining this valuable 
business reputation that we cultivate a list of 
prospects—but the cultivation of a business 
character, not of a personal nature. 

The question of prospects is one of the most 
important questions in life underwriting, not 
only to the beginner but also to the million 
dollar producer. 

It is of course necessary to have or acquire 
many things before a prospect is of any value 
to you. 

You must have health, honesty and tact. You 
must love the work and love to work. You 
must have initiative, the inborn urge to do 
things without being told. You must have 
thorough preparation in the science of life in- 
surance and life insurance salesmanship, and 
then you must work out a good sales talk that 
covers the three or four great features of the 
contract you are going to specialize on—a sales 
talk that comes to a climax where you can stop 
talking and give the prospect an opportunity to 
act. 

And then you are ready to use a cultivated 
list of prospects. 

Prospects are obtained from many sources, 
varying with the characteristics of the sales- 
man, the locality of the work, and the resources 
of the general agent with whom you are under 
contract. Many of these sources are not avail- 
able to the beginner, nor to a salesman start- 
ing in a new field. 

Therefore, we will assume a source of pros- 
pects that is accessible to a beginner starting to 
work in a city of 50,000 people and up, and to 
make the illustration more concrete I will de- 
scribe a list of prospects I am now cultivating 
in San Francisco. My list contains 6,000 names. 

1. I secured the San Francisco list of men 
worth $50,000 and up from Boyd’s City Dis- 
patch, 19 Beekman street, New York city. This 
list is known as Boyd’s List. (A similar list 
may be obtained for any city or State.) I ex- 
amined this list and carefully compared it with 
the city directory, making corrections of occu- 
pation and addresses. In doing this work I 
eliminated a number of names for various rea- 
sons, and I also eliminated all the women on the 
list. 

2. I made a prospect card for all the names 
on the corrected list. These cards were cut 
from paper 3 x 5 inches in size. The word 
“Boyds” with the necessary signs to denote the 
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wealth of the man was written on the first line 
at the extreme left-hand top of the card, and 
the name of the city, San Francisco, on the 
right-hand side. On the left-hand end of the 
second line I wrote the name of the prospect 
and put the residence street address on the 
right-hand end of the line, placing a small “r” 
in front of it. The third line contains the occu- 
pation under the name and the business address 
under the residence address. These three lines 
occupy three-fourths of an inch on the upper 
edge of the card, thus leaving the rest of the 
card, including the back, for recording data re- 
garding the prospect and the results of inter- 
views. Upon completing this work I found I 
had about two thousand names of wealthy men, 
with the rating of each. 

3. I then rechecked the names with the city 
directory, marking the names with a red pencil 
in the directory and writing the first name of 
the wife, when given, in parentheses on the first 
line of the card above the man’s name. 

4. I next took the San Francisco Blue Book 
and checked the names of the “San Francisco 
List” and some of the clubs, with the directory, 
marking out all names already obtained from 
Boyd’s list and also eliminating all single men 
and women. 

5. I then made prospect cards of the names 
thus selected from the Blue Book and marked 
these in red pencil in the directory and added 
the wife’s name and recorded the name of his 
club or clubs. 

6. Next I put the two lists together in alpha- 
betical order in an alphabetical file and found I 
now had about four thousand names of wealthy 
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and prominent men, nearly all of whom I knew 
were married. 

7. In the same way I obtained a list of the 
members of the Commonwealth Club and 
worked into my list selected names not already 
included. 

8. I then took a blue pencil and went 
through the city directory marking the names 
of men not already red-pencilled whose occu- 
pation indicated that they were active and pos- 
sible buyers of insurance. This added another 
thousand names. (The city directory is, of 
course, one I bought for this private use.) 

9. I then went through our policy cards and 
added another thousand names, thus making a 
total of six thousand. 

The reason I compiled such a large list was 
because I wanted to use it in giving the men in 
our agency force names to work on. If I were 
a soliciting agent making the list for my ex- 
clusive use I should pursue practically the same 
course, but would select my names with per- 
haps more care and stop when I had anywhere 
from 500 to 1000 names. ; 

A list obtained in this way is merely the be- 
ginning of a potential clientele. It is a great 
deal like the desk of a man starting in a new 
business—well varnished but empty. But we 
have something on which to work. As the 
work of cultivating these men into possible 
customers progresses, new names will be added 
from many sources and old names eliminated 
for various reasons. As this work goes on 
many men on our list will be found to be too 
old or physically unable to get insurance. This, 
of itself, is not sufficient reason for eliminating 
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them from the list, as these men may have in- 
fluence with other men who are insurable, and 
if, while cultivating the entire list, you have 
educated these men in matters of protection, in 
favor of your company, and to think of you as 
an expert in life insurance service, their influ- 
ence in your favor will be out of all proportion 
to the slight cost of retaining them on your list. 

Having obtained a list of prospects, we are 
now ready to cultivate them into possible future 
clients. We already know something about 
each man on our list. We know his name, his 
occupation, his residence address, his business 
address, the fact that he is married, his wife’s 
first name, that he is either wealthy or promi- 
nent, and the name of his club, if any. And in 
addition to that we have him catalogued so we 
can find him at a moment’s notice. 

Now, if we could get one of his friends to 
give us a personal letter of introduction to him, 
or if we could succeed in a “cold canvass,” it 
would not be necessary to expend the time and 
money to cultivate him. But we do not know 
his friends, and trying to do “cold canvassing” 
is out of the question because of our own men- 
tal antipathy. Hence we must find some means 
whereby our own mind may be prepared to ap- 
proach him and his mind prepared to give us a 
favorable interview. 

The only possible way to do this, at a cost 
we can afford, is by mail. But before sending 
anything to him it is well to contemplate what 
is going to happen when our envelope reaches 
him as a part of his morning mail. One of 
three things may happen: First, he may throw 
it in the waste basket without reading; second, 
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he may lay it on his desk intending to read it 
at some future time; third, he may read it at 
once. Which of these three things happens 
will usually depend on how busy he is and 
whether our letter and its enclosures are at- 
tractive enough to get his attention. We should 
assume that all the men on our list are busy. 
Therefore the first sentence in our letter must 
attract his attention if he is to read it at once. 

Writing a circular letter that will attract a 
large percentage of the men on our list and 
give them a favorable impression is the most 
difficult part of the work. — 
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“GIVING YOURSELF A CHANCE” 


An Appeal to Young Men to Start Life 
Insurance 
By Wma. T. Nasu 

Many a young man starting out in life argues 
that he cannot afford life insurance. The 
answer is made in a brief, crisp leaflet by 
William T. Nash entitled “Giving Yourself a 
Chance,” just published by The Spectator 
Company. 

Mr. Nash presents in a forceful manner the 
facts that in instance in 
which men have started in life poor, life in- 
surance has been the mainstay which give 
these men their real opportunity to progress. 
young men of re- 


practically every 


Life insurance relieves 
sponsibilities they can ill afford to bear in 
the great majority of cases. 

“Giving Yourself a Chance” will prove an 
effective argument for life insurance and 
should be freely used by agents in soliciting 
new business. It is a builder of new prospects. 

“Giving Yourself a Chance” is an eight-page 
folder, printed in two colors and sells for 15 
Quantity orders will be milled 


cents per copy. 
50 copies, $2.50; 


at the following schedule: 
100 copies, $4; 500 copies, $15; 1099 copies, 
$25: 5000 copies, $100; 10,000 copies. $189. 
This leaflet should be ordered from The 
Spectator Company. 





John S. Tunmore Presented With Silver 
Cup . 

John S. Tunmore, general agent of the Provi- 
dent Life and Trust Company of Philadelphia, 
whose Brooklyn agency: won the Best All- 
Around Agency contest under his direction, 
was presented with a silver cup in recognition 
of winning ‘the contest, at a joint agency meet- 
ing held in Newark the latter part of last 
week. The cup was inscribed as follows: 

“From the Provident Life and Trust Com- 
pany to the Brooklyn agency, winner of the 
first ‘Best All-Around Agency Contest,’ based 
upon production and conservation.” 

The Brooklyn agency production was 180 
per cent of the home office’s quota. 


A Rare Gift 

Through the courtesy of F. L. Hoffman, third 
vice-president and statistician of the Prudential 
Insurance Company of America, the Insurance 
Library has received a copy of a policy (No. 
89752) dated the 22d day of November, 1782, 
of the famous old company known as the 
“Amicable Contributionship or Society com- 
monly called the Hand in Hand Office.” A few 
distinctive features are: 

Notice of loss must be filed with the com- 
Pany before the damage was repaired; the 
policy could be assigned, but the company must 
be notified within forty-two days thereof; no 
officer or servant could demand from the per- 
sons insured any money for his own private use. 


Northern Assurance Buys American Life 

President C. L. Ayres, of the Northern As- 
surance Company of Detroit, has made definite 
arrangements for the purchase of a controlling 
interest in the capital stock of the American 
Life Insurance Company of Des Moines, la. 
A large payment has already been made on ac- 
count of this purchase, and the stock transfer 
is likely to occur before May 10. Mr. Ayres 
has purchased 2069 shares of the 2500 outstand- 
ing shares, and an agreement is made that Mr. 
Ayres will, if desired, purchase the remaining 
431 shares at the same price per share that is 
being paid for the 2069 shares. Most of the 
shares now being purchased are owned by the 
members of the board of directors of the 
American Life, 

It is the purpose to consolidate the Northern 
Assurance Company and the American Life 
Insurance Company in the near future, and as 
of June 30 their combined assets will show 
about $6,250,000, with a premium income of 
over $2,250,000, and a total income of over 
$2,750,000. The insurance in force of the con- 
solidated companies will probably exceed $70,- 
000,000, and the annual new business will range 
from $20,000,000 to $25,000,000. 


Life Insurance Legislation 
has passed a bill amending 
The legislature has ad- 


Senate 
law. 


The California 
the inheritance tax 
journed, 

In Colorado bills relating to burial insurance and 
inheritance tax have been signed by the Governor. 

A bill in Connecticut to permit minors to contract 
for life insurance has been signed by the Governor. 

In Florida a bill has been introduced providing for 
inhertance taxes. 

A bill in Hawaii would allow 
vidual income tax rates for life insurance premiums. 

The 
lating to the 
permitting insurance up _ to 
examination, releasing life 
and relating to inheritance tax fees. 
the inheritance tax is before the Governor. 

The Governor of Oklahoma has 
lating to suits to determine inheritance taxes. 


deduction from indi- 


Missouri has signed the bill re- 
and others 


Governor in 
amortization of securities 


$400 without medical 


companies on payments 


A bill repealing 
signed a bill re- 


The Governor of Tennessee has signed a bill amend- 
ing the inheritance tax law so as to exempt certain 
also one providing for the amortization 


regulating fraternals. 


insurances; 

of securities, and one 
In West Virginia a bill has passed the Tlouse 

which provides for the amortization of securities. 


California States Life Record Production 

The California State Life Insurance Com- 
pany of Sacramento, Cal., recorded the biggest 
production in its history in March of this year, 
when its new written business amounted to 
over $1,3c0,000. The company will hold its 
first Producers’ Club convention in July, the 
place of meeting to be announced later. 


Charles J. Larsen of Worcester. Mass., has 
heen appointed State agent in Massachusetts 
for the Mutual Trust Life of Chicago. 
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NOTES MUST BEAR INTEREST 


Tennessee Commissioner Rules on Pay- 
ments for Life Insurance 


R. L. Carden, Insurance Commissioner of 
Tennessee, has sent the following notice to all 
life companies operating in that State: 

Whereas, The National Convention of Insurance 
Commissioners, at the annual meeting in California in 
September, 1920, recommended the passage of the fol- 
lowing resolution: 

“Resolved, That the Insurance Commissioners, in 
their several States, be requested to rule that no notes 
taken in payment of life insurance premiums, or any 
part thereof, unless they bear the legal rate of in- 
terest, and that such ruling be made known in every 
State wherever necessary.” 

3elieving that the above resolution is right and 
proper and for the best interests of the 
shall therefore rule as above indicated, and hereafter 
all notes taken in payment of life insurance premiums 
must bear six per cent intrest. Please take 
and be governed accordingly. All life companies and 
managing agents will please notify their agents writing 
business in this State to conform to the above ruling. 


business, | 


notice 


While the Insurance Commissioner fixes the 
rate at six per cent, the recent session of the 
Tennessee Legislature failed to pass the law 
governing interest charges, and agents, if they 
wish, under a construction of the law, may 
charge a higher rate. There is now no maxi- 
mum rate of interest allowable in Tennessee, 
and no penalty for usury. However, it is not 
thought likely that life agents will be guilty of 
this practice. Many of them, under the former 
rule, charged no interest on premium notes, 
and in some instances interest was charged 
only after maturity of the note. 


Life Policy Incontestability Bill Signed 


Governor Miller has signed the following bills 
amending the insurance law: 
Senator Tolbert’s, amending 
viding that the standard life policy shall contain a 
provision that the policy shall be incontestable after 
it has been in force during the lifetime of the insured, 
for a period of two years from its date of issue. 
Senator Bloomfield’s, amending sections 70 and 71 
relative to the organization of mutual insurance corpo- 
a life, health and casualty insurance 
business, and relative to corporations or- 
ganized for purposes of 
damage to steam boilers, etc. 
Senator Gibbs’, amending 
194, by authorizing mutual employers’ Ifability and 
workmen’s insurance corporations to 
transact any one or more of the kinds of 
7 of section 


section 101 by pro- 


rations to do 
mutual 
loss or 


insuring against 


sections 185, 186 and 
compensation 
insurance 
specified in subdivisions 2 and 70, under 
certain prescribed conditions. 

Senator Towner’s, amending sections 262, 263 and 
266, relative to co-operative fire insurance corpora- 
tions. 

Southern Cross Assurance of Melbourne 

The Company of Mel- 
bourne, issuance of a com- 


compiled 


Southern Cross Assurance 
Australia, has begun the 
pany paper entitled “Stimulus, 
for and issued to the staff and members of the com- 
pany. The Southern Cross is a relatively new com- 
rany, which, under the administration of Thomas J. 
Confoy, managing director, is reported to be making 
“Stimulus” is a breezy little 
contains numerous articles and items of 


” 


which is 


excellent 
paper, which 
interest, and discloses the enterprise of the company 


progress, 


officers and staff, 
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If you can do 
Industrial Weekly Insurance Business 
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GREAT SOUTHERN LIFE 
INSURANCE COMPANY ||| PUBLIC LIFE INSURANCE CO, 


Houston — Dallas $500,000 Authorized Capital 


Texas 
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SPECIAL INDUCEMENTS | 


for 


SUPERINTENDENTS and ASSISTANTS ' 
TEXAS HUNDRED MILLION 


DOLLAR COMPANY Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 1 
Chairman of the Board 


O. S. CARLTON, President, Houston, Texas 108 So. La Salle Street CHICAGO, ILLINOIS b 
E. P. GREENWOOD, Vice-President, Dallas, Texas 
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LIFE INDEX PUBLISHED 


Fifty-Third Annual Edition Presents 
New Information 


CHART IS ENLARGED AND IMPROVED 
Statistical Data for Five Years Include 
Numerous Important Items 
The fifty-third annual edition of that most 
valuable publication, the ‘Life Insurance 
Policvholders Pocket Index,” has recently been 
published by The Spectator Company, New 
York. It contains i104 pages of condensed, 
accurate and useful information as to the legal 
reserve life insurance companies of the United 
States, and also includes a Canadian depart- 
ment, embracing similar data as to numerous 

Canadian companies. 

This pocket publication presents statistics in 
comparative form for the last five calendar 
years under the general heads of income, dis- 
hursements, insurance account, and _ assets, 
liabilities and surplus. The column headings 
include premiums received; interest and other 
receipts; total income; death claims, including 
dividend additions; matured endowments and 
annuities; surrendered and ceased policies; 
dividends to policyholders; total to policy- 
holders; taxes; actual expenses of manage- 
ment; total disbursements; excess of income 
over disbursements; policies issued and re- 
vived; amount insured (including additions) ; 
whole number of policies in force; whole 
amount insured; insurance gained during the 
year; average amount of each policy in force; 
reserves; total liabilities, exclusive of capital; 
admitted assets; funds apportioned or set 
aside; unassigned funds and capital. 

In addition to the name, location and date of 
organization of each company, the names of 
the principal officers, the capital, if any, and 
the reserve basis, are also given. 

Industrial insurance companies are sepa- 
rately tabulated in an additional table present- 
ing individually for such companies the num- 
ber and amount of ordinary policies written 
and in force, and number and amount of in- 
dustrial policies written and in force. 

A new feature in the 1921 edition of the 
index is a table giving disability premiums 
received and losses paid, and double in- 
demnity premiums received and losses paid. 

A\ valuable table presents the detailed state- 
ments of the life insurance companies having 
over $100,000,000 of insurance in force. 

A table showing group insurance in 1920 and 
giving the number and amount of policies 
written, the number and amount of policies in 
force and the increase in amount during the 
vear of group insurance policies is included. 
There is also a list of State insurance officials. 

The “Life Insurance Policyholders Pocket 
Index” sells at seventy-five cents per copy in 
manila binding, and at $1.25 in flexible pocket 
book. 

This is a most valuable and convenient 
pocket reference work, and should be in the 
Possession of every lifg insurance manager or 
solicitor, 





A. E. Patterson, Secretary of Edward A. 
Woods Company 

At a meeting of the board of directors of 
The Edward A. Woods Company held yester- 
day, A. E. Patterson was elected Secretary of 
that company, succeeding Miss Bertha Strauss, 
who has resigned to engage more actively in 
field work. Mr. Patterson has been associ- 
ated with the company since 1908, serving 
in various capacities, and at the time of his 
promotion was assistant to the president. He 
has been active in all insurance movements in 
the local territory and served several times 
as secretary of the Pittsburgh Life Under- 
writers Association. 

Wm. M. Echols has been promoted to cash- 
ier of the same company, succeeding W. L. 

















A, E. PAtTErson 
Blackadar, who returns to The Equitable’s 
home office in New York. Mr. Echols has been 
associated with The Woods Agency for over 
ten years. 


Federation and Golf Association in Annual 
Affair 

The annual joint dinner of the Philadelphia 
Insurance Golf Association and the Pennsyl- 
vania Insurance Federation was held at the 
Llanerch Country Club on Monday evening. 
Following the dinner addresses were given by 
Thomas B. Donaldson, Insurance Commissioner 
of Pennsylvania, James C. Murray, president 
1f the Pennsylvania Federation, and State Sen- 
ator Samuel B. Clyde, a prominent Chester in- 
surance agent. 


An address by Dr. Wm. G. Exton 
the laboratory of The Prudential of Newark, ‘be 
the Medical Section of the American Life Conven 
tion, upon “The Relation of Urine to Life Insurance,’ 
has been reprinted in pamphlet form, 






The Fraternal Monitor has issued two charts, one 
entitled “Statistics of Fraternal Societies, 1921,’’ and 
the other, “The Consolidated Chart,’ 1921 edition. 
The first, as its name implies, contains information 
about fraternal societies. The “Consolidated Chart” 
contains statistics of various life insurance organiza~- 
tions for 1920. 


ay 


MOUNTAIN STATES LIFE CHANGES 
PLAN 


Letter to Commissioners in Which Com- 
pany Advises of Appointment of 
Fiscal Agent 
The Mountain States Life Insurance Com- 
pany of Denver, Col., has issued letters to 
the Insurance Commissioners of those States 
in which it is licensed and to the agents of 
the company, advising them of the appoint- 
ment of Leslie FE. Hubbard as fiscal agent. 
The fiscal agent will be the only person through 
whom stock may be purchased and agents of 
the company will not he permitted to be his 

agents. 

The company does not admit the former 
practice to have been unjust or unlawful, but 
changes its plan in order to put down criticism. 

The company’s letter to its agents is as 
follows: 

You are hereby instructed that after April 39, you 
are not to offer for sale or to sell, or to take any 
applications offering for sale or selling, any stock in 
the Mountain States Life Insurance Company. 

You are advised that stock in the Mountain States 
Life Insurance Company can be purchased only 
through Leslie S. Hubbard, fiscal agent. Denham 
Bldg., Denver, Colorado, and that no agent of said 
life insurance company will be permitted to act as 
agent for the fiscal agent in the offering or sale of 
said stock. You must make it plain to your pros 
pects that you have no stock for sale. 

Any persons desiring to purchase said stock may 
communicate direct with said fiscal agent. but you 
cannot offer it for sale or sell it yourself, or act as 
agent in the matter. 

This change in the plan of the resale of said stock 
is not to be construed as implying that the former 
method of sale of said stock was improper or as 
waiving any rights of said company to offer or to sell 
said stock under the plan approved in the opinions 
of the attorney general of Colorado, or in any way 
not prohibited by law, but is for the sole purpose 
of removing any possible criticism by our competitors 
that our salesmen are or were offering said stock 
for sale as an inducement to life insurance or in 
connection therewith. 


SAN JACINTO LIFE BANQUET 


Progressive Company Entertains Agents at 
Orange, Tex. 

The San Jacinto Life Insurance Company of 
Beaumont, Tex., held its annual agency con- 
vention at Orange, Tex., recently, nearly two 
hundred company officials, agents and their 
friends being present, 

President H. M. Hargrove of the San 
Jacinto Life Insurance Company announced 
the names of the prize winners in the com- 
pany’s annual agency contest, and gave figures: 
showing the rapid growth of the company. 
The prize winners were: 

Class A—Largest personal production of 
paid-for business, first prize, Geo. S. Hoey, 
Denison, Tex.: second prize, H. K. Banks, 
Kirbyville, Tex. 

Class B—Largest number of applications 
written during contest—first prize, FE. D. 


—Governor Miller has signed the hill of Senator 
Towner, amending section 100 of the insurance law, 
by extending from fifteen to twenty years from De- 
cember 31, 1906, the time within which domestic 
life insurance corporations shall dispose of certain 
stocks and bonds. 
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NOW READY 
A NEW FIELD BOOK 
CHARACTERISTICS OF THE SUCCESSFUL LIFE INSURANCE SOLICITOR 


The latest work of William Alexander, the well-known life insurance executive, and 
writer for the instruction of life insurance agents, is entitled 


THE PROSPEROUS AGENT 


This new book will appeal to the following classes of agents: 


1. Those who are thinking of entering the life insurance field, and hesitate to take 
the plunge. 

2. Those who have taken the plunge, but are lacking in confidence. 

3. Those who have already achieved some success as life insurance agents, but are 
not satisfied with the progress they are making. 

4. Those who have achieved conspicuous success, but whose ambition it is to become 
leaders in their profession. 

5. Officers and managers whose duty it is to select and train agents, and who wish 
to make their selections shrewdly. 

In short, this little book will have great value for all those who are identified directly 
or indirectly with life insurance field work. For it gives an exhaustive list of the char- 
acteristics of the successful agent and tells how those qualifications can best be utilized. 





PRICES 
IN i I ha acca ds x Woe alee $1.50 


I its me a ee ul de bie cleave 1.00 
LIBERAL DISCOUNT IN QUANTITIES 





MR. ALEXANDER’S EDUCATIONAL SERIES 


1. What Life Insurance Is and What It Does 
Text book, or primer, dealing with the fundamental principles on which all sound 
life insurance rests. 

2. How To Sell Insurance 
Primarily for the guidance of inexperienced agents. 















THE 
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3. The Art of Insurance Salesmanship* COMPANY 
A series of practical hints on canvassing, to stimulate the thought of both > 135 Wiltiam St. 
experienced and inexperienced agents. ry NEW YORK 

* The third volume of this series will be published in 1922. Please send me 
copies of 
THE 


PROSPEROUS AGENT 
for which I agree to pay 


PUBLISHED BY $ 


THE SPECTATOR COMPANY isin 
Chicago Office 135 William Street medi 
Insurance Exchange NEW YORK Address............ 
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Thompson, city manager, Beaumont, Tex. ; sec- 
ond prize, G. M. Gillespie, Wichita Falls, Tex. 

A. C. Lavergne, general agent, Crowley, La., 
won the loving cup, his general agency having 
produced the largest volume of business during 
the previous year. 


Appointed Head of Workmen’s Compensa- 
tion Bureau 

Stanley L. Otis, for the last five years ex- 
ecutive secretary of the Insurance Federation 
of the State of New York, has been appointed 
Director of the Bureau of Workmen’s Com- 
pensation in the Industrial Department by 
Commissioner Henry D. Sayer. He is a resi- 
dent of New York city. 


PROVIDENT LIFE AND TRUST 
Orpinary LIFE 


Year Policy .—————Age at ER ree 
Was Issued 25 30 35 45 50 


Premium... 19.80 22.70 26.50 31.50 38.00 47.00 


1901..... 656 7.64 9.28 11.58 14.72 19.06 
1902..... 6.37 7.37 8.90 11.08 14.10 18.30 
1903..... 6.20 7.11 8.55 10.62 13.50 17.55 
1904..... 6.03 6.89 8.21 10.16 12.92 16.81 
1905..... 5.87 6.66 7.89 9.73 12.35 16.10 
1906.... 6.72 646 7.59 9.31 11.80 15.39 
1907..... 6557 6.26 7.30 8.92 11.27 14.71 
1908..... 5.43 6.08 7.03 8.53 10.76 14.05 
1909..... 5.80 5.90 6.79 8.18 10.28 13.41 
Premium... 19.00 21.80 25.45 30.25 36.50 45.10 
1910..... 4.37 4.84 5.50 6.58 8.30 10.87 
1911..... 4.25 4.67 5.29 6.25 7.85 10.27 
1912..... 4.14 452 508 5.95 7.42 9.68 
1913..... 403 4.87 4.89 5.67 7.02 9.12 
WOH4...03 F092 426 &F 5.41 6.61 8.58 
1915..... 3382 4.21 4.58 6.16 6.2 8.06 
Premium... 18.88 21.49 24.89 29.38 35.43 43.73 
1916..... 3.72 3.98 4.36 4.93 5.89 7.55 
UY ee 3.63 3.86 4.20 4.71 6.55 7.08 
1918..... 3.53 3.74 4.04 4.50 5.25 6,62 
1919..... 3.45 3.63 3.90 4.31 4.97 6.19 
1920..... 3.37 3.53 3.76 4.12 4.70 5.77 


20-PayMENT LIFE 
25 30 35 40 45 50 

Premium... 26.75 29.70 33.28 37.84 43.46 51.26 
TROE wv o0c-6 7.27 8.05 9.12 10.45 12.03 13.84 
eee 6.99 7.73 8.77 10.12 11.82 13.90 
1908. ..06 6.73 7.43 8.43 9.77 11.53 13.79 
eee 6.48 7.13 8.08 9.41 11.18 13.56 
TOG s <0%:< 6.2 6.84 7.74 9.02 10.79 13.23 
ee 5.99 6.57 
6.30 
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1907.00: 5.76 7.07 8.25 9.94 12.38 
1908..... 5.68 04 6.75 7.86 9.51 11.89 
1909..... 5.83 5.79 6.45 7.48 9.06 11.37 
Premium... »26.75 29.70 33.28 37.84 43.46 51.26 
1910.. 5. 5.55 6.16 7.11 8.60 10.84 
1911..... 4.92 5.81 5.89 6.75 8.16 10.31 
1912... 4.73 5.10 5.61 6.41 7.72 9.76 
1913..... 4.54 4.88 5.36 6.08 7.30 9.23 
Lt See 4.36 4.67 5.11 5.77 6.88 8.70 
1915..... 4.19 4.47 487 5.47 648 8.18 
Premium... 27.24 29.95 33.32 37.53 42.99 50.29 
1916..... 4.03 4.28 464 5.18 6.09 7.67 
1917..... 3.87 4.10 4.438 491 5.72 7.17 
1918..... 3.72 3.92 4.21 4.65 5.38 6.70 
1919..... $3.57 3.75 4.01 4.41 5.05 6.25 
1920... 3.43 3.58 3.81 4.17 4.74 5.80 


20-YEAR ENDOWMENT 
25 30 35 40 45 50 
Premium... 44.82 45.63 46.70 48.64 51.45 56.55 


2 a 10.63 10.63 10.63 10.63 10.63 10.63 
i 10.17 10.23 10.34 10.54 10.88 11.49 
3908.06: 9.71 9.81 10.01 10.36 10.96 12.00 
LU re 9.26 9.39 9.65 10.10 10.90 12.25 
TOOB:.ss:0 8.82 8.97 9.27 9.80 10.72 12.30 
1906... 9.39 8.56 8.87 9.46 10.47 12.19 
1907 4 tone 8.15 8.46 9.08 10.15 11.95 
i 7.56 7.74 8.07 8.69 9.79 11.64 
TIO. 6.56; 7.16 7.34 7.67 8.29 9.38 11.25 
Premium... 44.82 45.63 46.70 48.64 51.45 56.55 
| 6.77 6.97 7.28 7.87 8.97 10.81 
1911 . 6.40 6.58 6.90 7.46 8.53 10.34 
TOUS car 6.04 6.22 6.52 7.06 8.08 9.85 
POTS io 'ces 5.68 5.87 6.16 6.67 7.64 9.34 
C1) eer 5.385 5.52 5.81 6.29 7.20 8.82 
1 3 | ee 5.02 5.19 5.47 5.91 6.7 8.30 
5.92 46.60 47.63 49.27 52.01 56.64 

ee 4.70 4.87 5.13 5.56 6.33 7.79 
ee 4.40 4.56 4.81 521 65.92 7.27 
4.11 4.26 4.50 4.88 5.53 6.79 

3.82 3.97 4.19 4.55 6.15 6.380 

Rareiers 3.55 3.70 3.91 4.24 4.79 6.83 








LINCOLN NATIONAL LIFE INSURANCE CO. 
Orpinary LIFE 


Year Policy <————————Age at Issue———————__,, 
Was Issued 25 30 35 40 45 50 


Premium... 21.00 24.00 27.80 32.60 38.80 47.80 


1906..... 4.38 5.29 6.32 7.41 8.47 9.71 
1907..... 4,27 5.14 6.14 7.19 8.21 9.42 
1908..... 4.16 5.00 5.97 6.98 7.96 9.13 
Ml eee 4.06 4.87 5.80 6.76 7.71 8.84 
1910..... 3.98 4.75 5.63 6.56 7.46 8.55 
BORD. 60 0's 3.89 4.63 5.47 6.35 7.21 8.27 
Premium... 20.46 23.31 27.01 31.93 38.57 47.70 
iti ee 3.26 3.83 4.52 5.43 6.56 8.01 
1913... 3.18 3.72 4,38 5.24 6.34 7.73 
1914..... 3.12 3.62 4.24 5.06 6.11 7.45 
FONG. 50% 3.05 3.52 4.12 4.89 5.89 7.18 
TIDEG.. 652 2.98 3.43 3.99 4.73 5.67 6.91 
TOIT. 200 2.92 3.35 3.88 4.57 5.46 6.65 
1818..... 2.87 3.26 376 4.41 5.26 6.40 
IDES. «<6 2.82 3.19 3.56 4.28 5.07 6.14 
1920..... eee . oe ace 


20-PAYMENT LIFE 
25 30 35 40 45 50 
Premium... 30.10 33.30 37.00 41.60 47.20 54.60 





1906..... 6.39 7.39 8.36 9.46 10.46 11.52 
OCF sca 6.08 7.04 7.97 9.03 9.98 11.01 
1908. 226. 5.79 6.71 7.60 8.61 9.53 10.53 
1900. «2.6% 5.51 6.389 7.24 8.22 9.10 10.06 
Bl ee 5.25 6.09 6.90 7.84 8.67 9.60 
6 5.00 5.82 6.58 7.47 8.27 9.17 
Premium... 29.37 32.33 85.99 40.59 46.55 54.52 
it i Se 4.06 4.61 5.28 6.12 TAZ 8.51 
EGEG. «<5 3.84 4.85 4.99 5.79 6.79 8.10 
Vf eee 3.62 4.10 4.71 5.47 6.43 7.70 
FORE. 3.<.<%0 3.43 3.87 4,45 5.16 6.09 7.32 
1936. 2563 3.24 3.66 4.20 4.88 5.76 6.95 
BOR Maca 3.07 3.45 3.96 4.60 5.45 6.59 
41) 2.89 3.26 3.73 4.34 5.14 6.24 
1} 2 |) See 2.74 3.07 3.52 4.09 4.85 5.92 
Pt es sara , 4 ata awe 
20-YEAR ENDOWMENT 

25 30 35 40 45 50 
Premium... S020 .4.: G2:30 <.... --.« GERAD 
eee 10.97 cove’ Shae Seca wees  seuae 
WG cv aens 10.23 11.17 12.56 
Premium... 48.00 48.60 49.55 51.10 53.70 58,29 
1906.22. 8.96 8.97 9.02 9.12 9.25 9.51 
BOGS. ccc 8.31 8.31 8.37 8.47 8.60 8.88 
oo) ae 7.69 7.70 7.75 7.85 7.99 8.29 

FOES « '0:<i0 i) ey fe } ey os) ey ey ee 7.7 
Premium... 48.26 49.01 50.14 51.94 54.91 59.89 
ae 6.73 693 715 7 7.95 8.69 
a 6.24 6.39 6.61 7.41 8.17 
oo) ee 5.74 5.89 6.10 6.91 7.66 
ae 5.26 5.40 5.63 6.43 | 7.18 
er 4.81 4.95 5.18 5.97 6.72 
ee 4.39 4.53 4.7 5.54 6.27 
0) oe 3.98 4.12 4.33 §.12 5.85 
Po ee 3.60 3.73 3.95 4.72 5.45 

ee were te waa re 


Detroit Life Director Honored 


Judge Patrick H. O’Brien, a director of the 
Detroit Life Insurance Company of Detroit, 
has been conspicuously honored. Judge 
O’Brien, while sitting in the Wayne County 
Circuit, was appointed arbitrator to deal with 
all future internal differences in the United 
States Brotherhood of the Maintenance of Way 
Employees and Railway Shop Laborers. The 
appointment was made as part of the settlement 
of litigation which had originated inside the 
organization and had been the cause of a 
great deal of difficulty for some time. 


Premiums and Dividends 


Below will be found the premium rates and 
the dividends for a series on ordinary life, 20- 
payment life and 20-year endowment policies 
issued at six different ages: 


—The Security Benefit Association of Topeka, one 
of the largest fraternal organizations in the country, 
is to be examined late in the present month. It is 
to be a convention examination, with the departments 
of California, Illinois, Kansas, Missouri, Nebraska, 
Pennsylvania and Texas participating. The examina- 
tion was ordered to begin early this month, but on 
account of other examinations not being completed 
in time not all the States interested could participate 
until about May 16, or possibly a few days later. 
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John S. Kemper Again Commerce Cham- 
ber Chairman 

The mutuals again walked away with the 
chairmanship of the insurance committee of 
the United States Chamber of Commerce when 
James S. Kemper, president of the Lumber- 
mens Mutual Casualty Insurance Company, of 
Chicago, was renominated chairman of the in- 
surance group committee. The sub-committee 
of the nominating committee had picked John 
C. Harding, Springfield Fire and Marine man- 
ager in Chicago, as chairman, but was outvoted, 
much to the disgust of stock company men, who 
say stock companies furnish the bulk of the 
Chamber support. It is understood that B. 
M. Culver, of the Niagara, left for New York 
disgusted. C. H. Remington, of the Aetna Life, 
will be the other member of the insurance com- 
mittee. Resolutions have been prepared pro- 
testing against government insurance measures 
in compensation insurance in the District of 
Columbia. 


Big Group Policy of Detroit Life 

A group life insurance policy of considerable 
size was placed May 1, by the Pontiac Em- 
ployees Mutual Benefit Association. Under the 
conditions of this policy, all the employees 
of twenty of the largest and most important 
business organizations in Pontiac, Mich., em- 
ploying at the present time a total of 3000 men 
and women, under normal conditions 6000, 
which number, it is estimated, will be reached 
within sixty days, are insured with the Detroit 
Life Insurance Company of Detroit. The poli- 
cies are for $500 each, the total policy being 
$1,500,000. 

The deal was concluded by S. S. Skelton, 
manager and secretary of the association, fol- 
lowing a year’s investigation of group insur- 
ance of various types. 

This Pontiac Association carries a sick and 
death benefit arrangement for all its members. 
Each policy is under the one-year renewable 
and convertible plan. 

This is the largest group insurance proposi- 
tion ever placed with any Michigan life insur- 
ance corporation. It is another evidence of the 
continued progressive activity of the Detroit 
Life. 


Iowa Pond Changes Outing Date 

The Iowa Pond of the Blue Goose has 
changed the date of its midsummer outing at 
Lake Okoboji, from June to July 21, 22 and 23. 
This is about the date the outing is usually 
held, but it had been expected that this year it 
might be possible to hold the splash a month 
earlier. The committee in charge, after delib- 
eration, decided it would not be possible to 
be prepared by that time, and, besides, the Im- 
perial Conclave, Nobles of the Mystic Shrine, 
meets at DesMoines, June 14, 15 and 16. There 
are many Shriners among the ganders and they 
desired to be in attendance at the conclave, 
hence the final fixing of the date the third 
week in July. 





—The operating of a general insurance agency is 
among the principal objects of Thomas F. Burke, 
Inc., which will do business from Perth Amboy, after 
having been chartered in the office of the Secretary of 
State. 
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1921 EDITION READY 


LIFE AGENTS 
BRIEF 


A VEST POCKET WORK 
Containing a Synopsis of 
PREMIUM RATES 
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NET COST OF INSURANCE 
POLICY PROVISIONS 








CONVENIENT, CONCISE, COMPACT 





RATES ARRANGED BY AGES 
Participating and Non-Participating 
DIVIDENDS AND AVERAGE YEARLY 
COST 


5 and 10 year periods 
DIVIDENDS IN 1921 





Ordinary, 20-Payment and 20-year En- 
dowment Policy Results Presented at 
4 Ages 





Price, in Flexible Binding 
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THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 


High Class Salesman Wanted 


to sell American Credit Insurance 


Credit Insurance begins where Fire Insurance stops—after 
merchandise has left the pretection of four walls, and been 
turned into accounts. 


And American Credit Insurance does far more than merely 
provide for the payment of abnormal losses. It establishes 
a safe credit basis. It promotes the means to prevent losses. 
It eliminates waste, and reduces the failure rate. 


Thus, when you sell American Credit Insurance, you are 
selling a constructive and highly desirable Service needed 
and wanted by the leading Manufacturers and Jobbers. 


This calls for integrity and ability of the highest order— 
for an Al salesman. To such a man we can offer an un- 
usual opportunity. 


Commission basis only. 


THE AMERICAN CREDIT 
INDEMNITY COMPANY 


of NEW YORK E. M. TREAT, President 


9! William Street 
New York 


415 Locust Street 
St. Louis, Mo. 


Offices in all Principal Cities 


A. B. Treat, Gen’! Eastern Mor. 


91 William Street New York 




















AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. Moody, Jr., President 


of Galveston, Texas 


Life Insurance in Force 
Over $145,000,000 December 31, 920} 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES In 


Alabama Kansas New Mexico 
Arkansas Kentucky North Carolina 
California Louisiana South Carolina 
Florida Mississippi Oklahoma 
Georgia Missouri Tennessee 


Texas and Virginia 


For Information Regarding Them 
Write To 
C. S. Hutchings W. J. Shaw 


Agency Manager Agency Manager 
Ordinary Dept. Industrial Dept. 
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WOULD PROBE AUTO ACCIDENTS 


N. Y. Senate and Assembly Would Name 
Special Committee 

The following resolution of Assemblyman 
Stitt of Brooklyn, which was adopted by both 
houses of the New York Legislature in the 
closing hours of the session, has aroused much 
interest in insurance circles: 

Resolved (if the Senate concur), That a joint legis 
lative committee be hereby created consisting of three 
Senators to be designated by the temporary president 
of the Senate and five members of the Assembly, to be 
designated by the speaker of the Assembly, to investi- 
gate the causes of automobile accidents within the 
State, the method of licensing chauffeurs and opera- 
tors, the revocation of licerses, and generally the 
whole subject of motor vehicle regulation and control 
by the State, to the end that the committee may 
recommend to the legislature such changes in existing 
law as it deems necessary to protect the life, safety 
and property of persons using the highways. 

Resolved. That such committee be authorized to sit 
anywhere within the State: to choose from its own 
members a chairman and a vice-chairman; to employ 
counsel and such other assistants as may be needed, 
and fix their compensation; to take testimony, sub- 
pena witnesses, require the production of books, 
papers and records, and otherwise have all powers of 
a legislative committee under the legislative law. 

Resolved, That such committee report the result of 
its investigations to the legislature of nineteen hun- 
dred and twenty-two. on or before February Ist, 
accompanying such report with such proposed legis- 
lative measures as the committee deems necessary to 
carry out its recommendations. 

Resolved, That the expenses of such committee, not 
exceeding ten thousand dollars ($10.000) be paid 
from the contingent fund of the legislature upon 
vouchers approved and audited according to law. 


Seeks Injunction to Prevent Agent Writing 
Business 

An order for H. Worthington Eddy, agent 
of the United States Fidelity and Guaranty 
Company of Maryland, with branch offices in 
the Third National Bank building, St. Louis, 
to appear in the United States District Court 
May 7 to show cause why the injunction sought 
hy the insurance company to prevent Eddy 
from writing further policies should not be 
granted, was issued April 29 by Judge Faris. 

The application for the injunction filed Fri- 
day asks that an order for the return of books, 
records and policies of the company now held 
by Eddy he issued. It is also requested that 
the court fix the damages alleged to have ac- 
cried hecause of Eddy’s refusal to make proper 
investigations of risks before issuing policies. 

The petition asserts that Eddy contracted 
with the United States Fidelity and Guaranty 
Company on October 6, 1917, to sell policies in 
the United States and Canada. In the contract 
Eddy agreed to abide by the rules of the com- 
pany. 

It is alleged that Eddy refused to comply 
with the company’s rule that policies written 
in cities where there are branch offices of the 
company should not be issued until branch office 
investigators had passed on the applications. 


Dealing in domestic and foreign insurance in 
offering protection to life and property is among th- 
Principal objects of the Halsey Investment Company. 
Which has been chartered to operate from Newark. 
with Joseph J. Corn as agent. 
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Water Damage Rate Increased Fifty Per 
Cent 

Experience having been recently compiled on 
water damage insurance, announcement is made 
that existing rates are increased by 50 per cent, 
effective May 1, 1921. A matter of interest to 
brokers in connection with the information 
gathered from the experience figures is the fact 
plainly shown that assured have been slow in 
complying with recommendations offered by 
inspectors for improvement of risk. It is 
pointed out that brokers may be of constructive 
aid in the handling of water damage insurance 
in the future by lending their support to such 
reasonable inspection recommendations as may 
be offered tending to reduce hazards and 
thereby prevent further increases in rate. 

This line is a rapidly growing one, the com- 
bined figures of the Attna Casualty and Surety 
Company and the Maryland Casualty Company 
showing premiums of approximately $375,000 
written in New York city and about $1,000,000 
in the country during 1920. The recent exten- 
sion of cover to include street water supply 
mains and fire hydrants has made this line more 
easily salable and it is anticipated that a very 
considerable growth in premium income will 
be shown this year. 
$300,000 Stolen from Banks in Six Months 

During the six-month period ending with 
February, 1921, American banks lost more than 
$300,000 through burglaries and hold-ups, ac- 
cording to a statement issued this week by the 


American Bankers Association. This is the 
largest loss ever recorded over a six-month 
period. The statement reports 202 burglaries 
and seventy-six hold-ups. Between September 
and February there were 257 arrests. Heaviest 
losses occurred in the Middle West, while New 
York suffered the least. 


Automobile Deaths up More than 100 Per 
Cent 
Three hundred and fifty-one persons were 
killed during the first four months of this year 
in New York State, compared with 158 for 
the same period last year, according to statistics 
gathered by the Highway Protective Society. 
In New York City alone, automobiles caused 
the death of sixty-one persons during April, 
while trolleys killed nine and wagons seven. 
Eight occupants of automobiles were killed 
during April at railroad grade crossings. 
Casualty and Surety Dinner 
The Casualty & Surety Club of New York 
will hold its twelfth annual banquet at the 
Waldorf-Astoria next Thursday. Arrange- 
ments for the entertainment features and ad- 
dresses are under way, under the direction of 
\V. E. Tomlins, chairman. 





—Incendiarists are reported to be active again in 
Lafayette county, Pennsylvania, and a number of 
suspicious fires that occurred last week are being in- 
vestigated by the authorities. Two months ago prop- 
erty estimated at $4,000,000 was destroyed by incen- 
diaries, 
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Position Wanted 





Actuarial 


Actuarial 











WANTED 


by fully qualified actuary of large ex- 
perience in successful life company new 
connection in Eastern States. Apply 
Box 97 SPECTATOR. 





MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 






FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 


Telephone Walnut 3761 





























Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American le Auto- National Union 
mobile- ord National-Hartford ‘ 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephene Randolph 7684 


CHICAGO 









A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 


“20 Years’ Experience Backs Our Service” 


























NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, MR. ROCHESTER 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 




















DONALD F. CAMPBELL 


CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 





256 BROADWAY NEW YORK 
W. R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 





























GOBRINOS DE EZQUIAGA 
ESTABLISHED(71821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansor Bidg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines. lowa 











JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 








JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 




















J. L. MITCHELL 


le prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 5 . 
Temporary money advanced on strictly private 

ts. 


All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 





256 BROADWAY NEW YORK 
JNO. A. COPELAND T. J. MCCOMB 
CONSULTING 
ACTUARY CONSULTING ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 





Colcord Bidg., OKLAHOMA CITY, OKLA. 























T. C. RAFFERTY 
CONSULTING ACTUARY 








F, M. SPEAKMAN, C. P. A. 














pobre CONSULTING ACTUARY 
Ac tuarial bes Sie sential BURNS & SPEAKMAN, Certified Public Accountants 
Complete Rate Books Formulated THE BOURSE PHILADELPHIA 
FACKLER AND FACKLER A. SIGTENHORST ABB LANDIS 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street 


New York 








CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 
WASHINGTON, D. C NASHVILLE, TENNESSEE 











10 Jackson Place, N. W. Independent Life Building 
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Miscellaneous Insurance 








_— 
——_— 


Insurance Examiners and Adjusters 


— 








LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fairness of an adjustment, 


R. L. NASE, 
Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TERRITORY: 


Virginia and North Caroline 











CHARLES E. HEATH NEW CHIEF 
EXAMINER 
Succeeds A. F. Saxton, Deceased, in New 
York Department 

Charles E. Heath, formerly an examiner 
with the casualty department of the New York 
Insurance Department, has been promoted, as 
of May 1, to be chief casualty examiner, ac- 
cording to an announcement by Superintendent 
Jesse S. Phillips. Mr. Heath takes the posi- 
tion left vacant by the recent death of Arthur 
E. Saxton. 

Mr. Heath is well known among casualty in- 
surance executives. He has performed the 
luties of the position to which he now succeeds 
for nearly a year. He has been connected 
with the New York Department since his grad- 
uation from Union College, Schenectady, in 
i004. Mr. Heath is a fellow of the Casualty, 
\ctuarial and Statistical Society. 


Seek to Oust Companies Writing Physi- 
cian’s Liability in Ohio 

Another effort has been started in Ohio to 
ust insurance companies which indemnify phy- 
‘icians, surgeons and dentists against dam- 
ages resulting from death or bodily injury 
of patients. Attorney George H. Phelps of 
Hancock county has filed a petition in the 
jhio Supreme Court, asking the court to issue 
awrit of mandamus commanding Superinten- 
‘ent of Insurance Gearheart to revoke licenses 
fall such companies. 

The Fidelity and Casualty Company, New 
York, is made defendant in the suit, but the 
tion is directed against all such companies. 
Phelps charges that the policies written by such 
Ompanies are illegal, violating the laws of 
Jhio, and being “inimical of public policy 
everywhere,” 

An interesting angle connected with the case 
‘that Superintendent Gearheart, while special 
‘Ounsel to Attorney General, defended former 
Superintendent of Insurance W. H. Tomlin- 
on when similar action was started. Former 
Attorney General Edw. C. Turner upheld the 
‘ality of such policies and Attorney Gen- 
‘tal Price stands on this opinion. 


8. L. Dowell, Manager of Pacific Branch 
of Columbus Casualty 

B. L. Dowell has been appointed Pacific 

Sast manager of the Columbia Casualty Com- 

‘any, succeeding Chas. R. Holman, resigned. 














ON THE PERSONAL SIDE 

















William J. Dennis, secretary of the Home In- 
surance Company of New York, has returned 
from an extended trip through the South. 


H. F. Berls, chief traveling auditor of the 
Equitable Life of New York, has been ap- 
pointed resident supervisor at Chicago and is 
succeeded as traveling auditor by H. B. Hobbs, 
who has been cashier at Chicago. 


W. B. Koch, Jr., treasurer, was made vice- 
president, and Charles Snelsire, assistant secre- 
tary at a meeting of the board of directors of 
the Pittsburgh Fire Insurance Company, held 
at Pittsburgh last week. 


President T. F. Daly of the Capitol Life 
Insurance Company of Denver, Col., who has 
been seriously ill, has recovered sufficiently to 
journey to La Jolla, Cal., where he expects to 
spend several months. 


Edward A. Dailey has tendered his resigna- 
tion as cashier for the New York office of the 
General Accident, Fire and Life Assurance 
Corporation, a position he has held for the past 
thirteen years. He was presented a diamond 
stickpin by his office associates. 


T. J. Confoy, managing director of the 
Southern Cross Assurance Company, Ltd., of 
Melbourne, Australia, is establishing an office 
of the company in Sydney. Mr. Confoy is con- 
sidered one of the biggest producers in the in- 
surance world of the southern hemisphere. 


William E. Hamilton has been appointed spe- 
cial agent to act in conjunction with F. S. Lind- 
say in the supervision of the New York State 
territory of the American Insurance Company 
of Newark, N. J. He will assume his new 
position on May 16. 


Edward Bourne, assistant manager of the 
Southern department of the North British and 
Mercantile of New York, who has been visit- 
ing Texas to acquaint himself with condi- 
tions in that part of the country, is back at his 
desk in New York, following an absence of 
nearly four months. 


George G. Bulkeley, vice-president of the 
Springfield Fire and Marine of Springfield, 
Mass., is receiving condolences from his many 
friends on account of the death of his eight- 
year-old daughter Caroline Bulkeley, who was 
killed a few days ago when the pony cart in 
which she was riding overturned. 

H. L. Remmel of Little Rock, president of 
the Bankers Trust Company, and State man- 
ager of the Mutual Life Insurance Company of 
New York for Arkansas, was elected president 
of the Arkansas Bankers Association at its 
session in this city last week. 


F. J. Raymond has been promoted from as- 
sistant cashier of the New York branch office 
of the General Accident Company to the posi- 
tion of cashier. He succeeds E. A. Dailey, who 
has accepted the position of cashier in the New 
York branch of the Commercial Casualty. 


George L. Hughes, for several years with the 
United States Fidelity and Casualty Company, 
has been appointed manager of the fidelity and 
surety department of H. H. Neale & Company 
at Detroit, Mich. 


Jay Stevens, chief of the fire prevention 
bureau of the Pacific coast office of the Na- 
tional Board of Fire Underwriters, was seri- 
ously injured in an automobile accident which 
occurred recently near Ripon, Cal. Mr. 
Stevens was driving to Fresno, where he was 
to speak on “Fire Prevention.” At latest re- 
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ports, he is recovering satisfactorily, but the 
seriousness of his injuries indicate that it will 
be some time before he will be able to resume 
his usual duties. 


W. A. BILLINGHAM PROMOTED 


Becomes Chief of Underwriter’s Associa- 
tions Bureau in New York Department 
Jesse S. Phillips, Superintendent of Insurance 

of New York, has announced the appointment 

of William A. Billingham as head of the Un- 
derwriters Associations Bureau. The position 
was recently made vacant by the promotion of 

Samuel Deutschberger to be chief examiner 

of fire companies. 

Mr. Billingham became an assistant examiner 
of the department in 1908, and later had charge 
of the examination of mutual liability compa- 
nies. Mr. Billingham has performed the duties 
of new position since September last. 


Minority Report on Computing Underwrit- 
ing Profits 

Bruce T. Bullion, Insurance Commissioner 
for Kansas, and member of the national com- 
mittee on the National Convention of Insur- 
ance Commissioners, will submit a minority re- 
port on the report of the committee on meth- 
ods of computing fire underwriters’ profits. 

The majority of the national committee re- 
ported that the correct method of computing 
these profits was by deducting the losses in- 
curred, plus the expenses from the premiums 
earned. Mr. Bullion contends that the losses 
and expenses paid from earned premiums only 
should be paid. He will file a minority report 
as a member of the national committee setting 
forth his claims and his reasons. The deci- 
sion of the national committee is the same 
as the methods contended for by the insur- 
ance companies. Several companies now have 
a suit against the State testing the correctness 
of Mr. Bullion’s method of computation in 
the courts. When the case has been decided 
in Arkansas, it will be the first court decision 
in the United States relating to this specific 
feature. 


Farmers National’s New Policies 

The Farmers National Life of Chicago has 
issued four new policies. Prominent among 
these is one which provides a monthly income 
of $100 a month to the beneficiary, $100 a 
month to the assured in case of total disability 
before age sixty and $10,000 dollars in cash in 
case of accidental death. A second policy pro- 
vides endowment at ages sixty and sixty-five, 
with special disability features. The other 
two are children’s policies, one maturing as 
an endowment at age twenty, the other being 
an educational policy paying $500 a year for 
four years at age eighteen. This latter policy 
pays a death benefit of 125 per cent of the 
paid premiums, making a low rate possible. 
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AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract will be given the right man. 

Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 








Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one aot 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 




















$6,000.00 — $12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.00 





Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 


Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company 


W. T. GRANT, Vice=Pres. KANSAS CITY, MO. 


Equitable Life Insurance Company: 
of the District of Columbia 


ORDINARY AND INDUSTRIAL 


Established in the District of <olumbia, West Virginia, Ohio and Delaware 


. HENRY P. BLAIR 
JOSEPH SANDERS 
‘WILLIAM A. BENNETT | 
. . ALLEN C. CLARK | 
GILBERT A. CLARK | 


President ° 

Vice President 

2nd Vice President (Agency Supervisor) 
Secretary . 

Actuary 


Main Office, 216 f4th St. N. W.,WASHINGTON, D.C, 





If you can write Ordinary and Industrial 
business in an exceptional field, under a pro= 
gressive live-wire manager, who controls five 
offices, all making exceptional records and 
incidentally green=backs, address (in strict 


confidence to you) Box 75, Jronton, Ohio. 








National Life Insurance Company 
of the Southwest 


The company to represent in New Mexico and Arizona 
“*More days of Sunshine’’ 


For attractive agency proposition Write 


E. T. CHASE 


Secretary & General Manager 
ALBUQUERQUE, NEW MEXICO 























GEORGE WASHINGTON LIFEINSURANCE CO. 
Charleston, West Virginia 
We have a few attractive Agency openings in the 


State of North Carolina. If you are in earnest, ad- 
dress3 


BUFORD R. STONE, STATE MANAGER 
REIDSVILLE, N. C. 








Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 

















W. E. SMALL, President 





When Insured in Georgia Casualty Company 


You Are . O, _ —— Everyone Is 


Surplus and Reserves to Policyholders Over Two Million Dollars 
HOME OFFICE: MACON, GEORGIA 


E. P. AMERINE, Secretary 
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